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HsH Interchangeable Line 





From an assortment of INTERCHANGEABLE Wiring Units, 
you can make up any desired arrangement of Switches, Re- 
ceptacles, Radio Outlets, Pilot Light or Night Light Combi- 
nations, and others. Here are the makings of amy single or 
multiple-gang devices the job requires. 

The Units are quickly assembled by attaching to metal yoke 
supplied with each plate. They are fastened — rigidly and per- 
manently — by the mere twist of a screwdriver. 

Interchangeable Units make your stock more flexible: — cover 
your needs with a smaller inventory. 

Send for catalog supplement listing a// the Interchangeable Units 
from which to make up your assortment. 


HARKT & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. : 
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INTO THE NEWS 


FACTS FOR YOUR 
HEAD AND FEE T—These are hard days for a pes- 


simist. Just about the time he gets all sunk in sorrow 
over Hitler and our government spending and this 
and that, new facts pop up that show him how much 
more business there is than he can use, if he will 
go get it. 

Everywhere you drive, you see home building activ- 
ity. For 37 states east of the Rockies, contracts 
awarded are double last year for January and Febru- 
ary. Large construction keeps showing gains over 
1938. The last eight weeks period we have checked 
up show 29 per cent better. There is more farm 
wiring, more utility buying, more sales of household 
appliances and stocks are lower. It begins to look 
as though the man who cannot find more business 
and feet. 





for himself in this, is not using his head 


* 


YOUR COST OF 
SMALL ORDERS—I: used to be popular to ask a 


wholesaler—“Are you busy ?”’ And if he said, “Yes!” 
that was good news. Today it may be bad news. 
For in a lot of houses they are rushed to death filling 
small orders at no profit. 

But why do we forget that these small orders are 
as unprofitable to buy as to sell? There are still 


such things as quantity discounts. And making out 
orders costs time that costs money. Why not make 
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a study of the drift to small orders and report to 
individual customers what they are losing by it. 
If the facts were made plain in a friendly letter to 
these customers, the information would be ap- 
preciated. It might make considerable difference in 
your cost of small orders. 


* 


“A SAMPLE 
PLEASE MISTER!”—1:'; happened! And God 


help us—we electrical men should be embarrassed. 
A school girl has just written to Schenectady asking 
the G.E. for “a little sample of electricity—if you 
can spare it.” 

Well, they hid to break down and tell her that 
they didn’t know just what it was and so they 
couldn’t lay their hands on any. And doesn’t that 
make a monkey out of us? We call ourselves a 
great industry and not a sample in the house. 


* 


FLUORESCENT 


FUROR—This fluorescent tube is certainly the candy. 


It’s better for a wholesaler’s salesman than a medi- 
cine show. For somehow the public has grabbed it, 
as science’s newest bit of uplift. 

New reflector units are coming, fresh every day. 
Desk lamps have appeared.’ Stores, banks, museums, 
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H 
* 


bars and restaurants are installing this new light of 


coolness and color. Factories are following. If you 
are not capitalizing this fluorescent boom, it’s too 
bad. But before you can, you must understand ’em 


and know how to sell ’em. And that’s easy. 


* 


E TOOK 


LOOK— The other day a wholesaler’s salesman in 
Wisconsin sold a 96 station electronic intercom- 
municating system to an institution in one of the 
So he 


towns he covers. He thought they needed it. 


sold it to ’em. It was just like that. 

Now the question before the house is—How many 
institutions are there around your stamping ground? 
Do you know whether they need one or not? What 
have you done about it? The point is, Elmer, that 
business is not bad if your selling is good. 


* 


EW MARKET 


MOVING FAS T— Any freight trains rattle through 


your town? A bill has just been 


introduced in the Texas legislature calling for electric 


Get a red flag! 


lights in all cabooses—100 watts for the desk, four 
lamps for general illumination. 

Why wait for legislation? Bea salesman! Stop 
every train and ask the conductor how about some 
box car portable lamps for the poor hoboes? 


* 


IVING AWAY 


I$ EAS Y—McGraw Electric, makers of the Toast- 


master automatic, now offers a $2 trade-in allowance 
on old toasters. So does the General Electric on its 
automatic model. What a merry world this is! 
People do not expect trade-in allowances on an old 
chair, a watch, a bird bath, a wheel barrow or a set 
of books. Why must we go round buying people’s 
If the 


new ones are better, we might say so and sell ’em. 


worn out or discarded electrical appliances ? 


* 


THE SUCKER 
STILL BITES—VU. S. Chamber of Commerce has 


been studying the “I-can-get-it-for-you-wholesale” 
schemes throughout the country, to see what it all 
costs the public. At least a billion dollars is diverted 
from regular trade channels. Prices paid by the 
suckers are equal to or higher than prevailing retail 
level—by 10 to 30 percent. 

Yet 1800 companies in New York, 1100 in Chicago 
and 600 in Detroit, for example, have these arrange- 
ments permitting employees to use company purchas- 
ing facilities. It is time the facts on this racket 
were given organized publicity in every city. 


TOO MANY 
SMALL SHOWS—A lot of manufacturers are get- 


ting balder. They are yanking out hairs that they 
can’t spare, over the cost of so-called jobber’s shows. 
Too many wholesalers are putting on exhibits, it 
seems. 

When Boston holds a Trade Show and all New 
England flocks to it, that is business. But when three 
wholesalers in a city of 100,000 each stage a show 
to which the same contractors, dealers and plant 
men turn out to see about the same lines, that’s 
something else. It costs the manufacturer and the 
wholesaler a lot of salesman’s time and energy, also a 
lot of high priced bottled goods. Is it worth while? 
Wouldn’t it be smarter for these three wholesalers 
to combine and hold one good show in the town? 


* 


WHERE ARE 
THOSE SELLS 2?—Shakespeare asked, “What’s in 


a name?” Well a lot of folks still say—‘Sump’um!” 
For example, John Buys has just been made purchas- 
ing agent of the North Coast Electric Company, 
wholesalers of Portland, Oregon. And why not? 

We often wonder what’s happened to the sons 
and grand sons of that famous circus family of For- 
paugh and Sells. Now these Sells boys would be 
useful at a time like this. We can just see them 
picking up the fat jobs and having their new cards 
printed. 


HUMIDITY? 
HERE WE COME!—Speaking of places to sell. 


Carrier has just installed air conditioning in a 
Brooklyn stable to keep the pipe organ from drying 
out. No, the horses don’t play it. An organist lives 
in. the stable and needs humidity to keep the pipes 
from drying and levers from swelling. The horses 
moved out. 

Idea for churches and other organ owners. Idea 


What 


for any place where humidity is important. 


a world for wanting things! 
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SMOOTH SAILING FOR TRIANGLE DISTRIBUTORS 


; 

We stopped changing lines UP WENT OUR SALES f 
| for price concessions — 
— Rigid Conduit —- EMT — 

We stopped splitting our business : Building Wire — Armored Cable 
too many ways —— —Sheathed Cable —W.P Wire 


AND WE TOOK ON —SEC etc. 


The complale Triangle bow | i CONCENTRATED 


WITH TRIANGLE 











THIS if AS A SMALL 
. ACCOUNT TO 
Increased the influence of SEVEN SUPPLIERS 


our purchasing power / 























TRIANGLE CONDUIT & CABLE COMPANY, INC. Horace Harding and Queens Bivds. 


Elmhurst, New York City, N. Y. 
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"You've cut prices for the last time, Snodbilge.” 
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Highest quality materials are used in building the 
sets. They’re finished as carefully and accurately 
Wiring and outlets are first 
quality, installed according to best practice. 


Harry G. Keiper, P.A. for United Artists, tells of 


some boners that have cost salesmen good orders 


Could this 





Harry G. Keiper, purchasing agent, United Artists 
Studio Corp. He sees 40 salesmen a day, on the 
average. 









The United Artists Lot. Inside the large buildings. 
and in the open, the sets are constructed, torn down 
and new ones built: a constant flow of fabrication. 


And the majority are from wholesalers. 


HAPPEN IN YOUR OFFICE ? 


E HRABETIN, one of Listen- 
walter & Gough’s salesmen in 
Los Angeles, told, in these pages, 
how electrical wholesalers there 
lesignate the service given to the 
ig motion picture companies in 
Hollywood as “studio service.” This 
Ss supposed to be the summit of 
ichievement on the part of an elec- 
rical wholesaler and his salesmen, 
ind is warranted by the great 
imount of business given out by the 
panies, and their almost univer- 
il dependence on and support of 
e wholesalers. 

Here is another side of the pic- 
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By Henry W. Young 


ture, from the customer’s point of 
view. In a recent interview, Harry 
G. Keiper, purchasing agent for the 
United Artists Studios Corpora- 
tion, brought up the point of co- 
operation between the salesman who 
calls on the studios and his partner, 
the salesman at the city desk. This 
cooperation in most houses is as- 
sumed to be 100 per cent and 
automatic, whether it be in connec 
tion with “studio service” or any 
other kind. But this assumption 
may lead to neglect in checking up 


from time to time to see if this is 
really the case. 

“What I like especially, and you 
might say demand, is team work 
between the salesman who calls on 
me every day and the man behind 
the telephone at the city desk,” said 
Mr. Keiper. “When the two work 
together as they should, I don’t wish 
for any better combination in get- 
ting everything I need within the 
shortest time humanly 
You know it is characteristic of this 
business that we cannot anticipate 
our needs very far in advance. Al- 
most everything is needed in a rush, 


possible. 
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six hours delivery being about the 
maximum. Most of our supplies are 
used here for fabrication. Half that 
time the fabrication is here today 
and gone tomorrow. Seven hun- 
dred carpenters may be at work at 
one time, with other crafts in pro- 
portion, just building things for a 
few hours’ shooting with the camera. 

Don’t forget that everything is 
built, on the side next the camera 
at least, with just as much care as 
to accuracy and finish as you would 
expect in your own home. Wiring, 
illumination, motor installations, 
etc., are all as perfect as any code 
standards could call for. Materials 
and supplies must be of the best. 
We can’t spend time experimenting 
with cheap materials, even if their 
actual operating life on a set is only 
half an hour or half a day. 


The Sales-Service Team 


“All right, let’s go back to the 
salesman team. The outside man 
from the electrical wholesaler calls 
on us daily. His services are in- 
valuable in connection with every 
electrical requirement out of the 
2400 distinct classes of materials, 
supplies and equipment that we buy. 
He helps us to locate unusual items 


YOU'VE G 


b fern may think you're an elec- 
trical salesman, but sometimes 
you’ve got to be something else, 
and it pays! Id been trying to 
crack some business out of a cer- 
tain contractor for years, but he 
always kissed me out, until one 
day I got a break. 

He was going through the usual 
kissing out process, very nicely at 
that, when he mentioned doing a 
job for one of the local garages, 
but had heard they were just about 
broke, and he was unable to collect. 

I suggested that he introduce me 
to the garage man as coming from 
a collection agency to which he had 
sold the account. I thought it 
might work. 

This appealed to the contractor ; 
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in his line. He helps in the schedul- 
ing of supplies required on a cer- 
tain job. He brings certain items 
in his car that he knows we are 
going to need. He will even make a 
special rush trip to the warehouse to 
get a 50 cent item that we had 
overlooked. 

“But he cannot spend all his time 
at this one place. So it very fre- 
quently happens that in a_ short 
time after he leaves something comes 
up that necessitates a hurried call 
to his office to have something more 
sent out of stock. Then, the man 
behind the telephone becomes of 
major importance. Is he prompt 
and accurate? Does he have a thor- 
ough knowledge of the stock? Can 
he think fast and answer intelli- 
gently? Above all, is. he working 
smoothly with the outside salesman, 
and trying in every possible way 
to help the latter to hold his busi- 
ness ? 

“IT am pleased to say that in the 
great majority of cases he is. But 
there are exceptions that prove the 
rule, always. One time I jotted 
down some of the bad answers that 
[ got over the telephone from the 
man at the desk. Mind you, they 
are exceptions, and you may say: 


OT TO ae 


By C. D. Cunningham, 


Salesman for the Globe Electric Company, 
Seattle, Washington. 


‘Nothing like that could happen in 
our Office.’ But they have happened, 
and when they do it means that the 
inside and outside men are not 
clicking, and this is bound to dis- 
count some of the hard work done 
by the outside man. 


Hard Luck for Salesmen 


“Here are the kind of breaks that 
don’t help team work: 


1. “I call the city desk for a certain 
article. Answer: ‘I don’t know any- 
thing about it.’ 

. “Answer to another inquiry: ‘Wait 
till I get a piece of paper’,—then 
slowly he takes the order, stopping 
to spell out practically every word, 
audibly. All this time I am in very 
much of a hurry. 

3. “A question that does not need to 
worry you electrical fellows, but 
don’t give a similar answer some- 
time on an electrical item: How 
many yards in a roll of Irish felt? 
Answer: ‘Oh, God, I don’t know!’ 

. “Answer to an inquiry of mine: 
‘Hold the phone.’ Once, just to make 
a test, I held on for several minutes 
during which time I heard a barrage 
of across-the-office conversation, 
some witticisms and the finish of a 
fairly humorous story. 

. “IT call up and explain in detail what 
I want. Answer: ‘You have got the 
wrong department. Wait. I will 
connect you to so-and-so.’ 

. “I call, saying, ‘I wish to place an 
order.’ Answer: ‘Oh, gosh. What 
can I do about It? O.K. Be out 
this afternoon.’ ” 


so we made out his statement and 
went after the garage. The garage 
man didn’t want his wholesale ac- 
counts to hear of his troubles; so 
when he thought a collection agency 
was after him he settled in a 
hurry. We took $40 worth of tires 
and a check for the balance. 

The contractor was delighted and 
big-hearted enough to dig up some 
business for me that day. On the 
next trip I learned the garage had 
folded up, and the contractor and 
I had a good laugh over the Cun- 
ningham Collection Agency. 

This happened almost twenty 
years ago, and I’m still selling the 
same account which has been not 
only profitable, but always a very 
pleasant call. 
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Lou Polstrock and one of 
his Reliance time _ clocks 


IKE other wholesalers, Louis B. 
Polstrock, manager of the West- 
inghouse Electric Supply branch 
at York, Pennsylvania, has long 
been selling better store lighting. 
\nd he has happily watched the 
trend to better fixtures and higher 
wattage lamps. But Polstrock isn’t 
satisfied when he sells just window 
ind interior lighting. He has gone a 
step beyond. He sells his contractors 
m the need for putting in a time- 
lock with each window lighting in- 
tallation. As he sees it, this makes a 
atural package proposition. 
So Polstrock arouses the inter- 
st of the contractor in plugging 


SEVEN ro ELEVEN 


Lights On 
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There's no sense in 
a merchant having 
good window light- 
ing and then not 


using it. So Lou 


Polstrock makes his 
contractors sell ‘em 


time clocks. 


clocks. Then he tells them why he 
thinks they should buy his line. 
But he has a word of warning, re- 
gardless of which make they in- 
stall. Too often, he says, clocks 
are put in that are too light to 
carry the load. Large lamps have 
an inrush current peak of about 
ten times their normal current rat- 
ing. If the clock switch con- 
tacts are too small, or don’t close 
properly, there is sure to be 
trouble. The contacts freeze, and 
the clock doesn’t make and break 
properly, and Mr. Storekeeper will 
soon say, “The hell with it”, and 
leave his lights off. And he may 


make the contractor pull it out. 

But Polstrock has found that a 
reputable clock, with big enough 
switch contacts, properly installed, 
will do a job year after year. And 
so he sells time clocks. 

According to Polstrock, the first 
step to take in selling these timers 
is to get a dependable line. That 
sounds simple enough. But it 
takes a good clock to stand the 
gaff. Also it is necessary to main- 
tain a large and diversified stock; 
so orders can be filled promptly. 


He Shows ‘Em 


Next comes the actual digging 
for business. Being a wholesaler, 
he can not go out and sell direct 
to store keepers. But he does get 
the contractors to do it. He drama- 


tizes the market very simply, but 


effectively. He just asks them to 
walk around the business district 
any evening and notice the num- 
ber of darkened store fronts. Well, 
there is the market for time clocks. 

When he a contractor to 
thinking along this line, he says— 

“Why do you suppose those win- 
dows aren’t lighted? There are 
plenty of people on the streets to 
see the displays. The fixtures are 
there with lamps in them. Further, 
we know the store keepers appre- 
ciate the selling value of their win- 
dows, or they wouldn’t bother to 
set up interesting displays. So 
there must be some reason why 
the windows are dark. Well, my 


’ 


gets 


guess is they have no time clocks.’ 
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F one looks over a bunch of the 

forms used for the daily or weekly 
call reports of electrical wholesalers’ 
salesmen, it is soon seen that they 
are of many types. They range from 
simple memorandum pads asking 
for information on but a couple of 
points to large sheets requiring the 
checking or entry of a number of 
items. Some forms are too simple, 
others too complex, but none show 
any signs of uniformity. Too many 
appear to be stock forms prepared 
by a printer. They do not reveal 
certain essential information that 
might just as well be entered on 
them. It would be, if the whole- 
salers using them had given much 
thought to their preparation. 

If salesmen’s call reports are to 
be worth the time they take to write 
up, they ought to be something 
more than tabulations of orders re- 
ceived. They should supply enough 
information so that the salesmen’s 
immediate supervisors can _ help 
them solve routine selling difficul- 


What Should 
REPORTS Cover 7}, 



















By John H. Frederick 


ties. And they ought to serve, to 
some degree, in the capacity of co- 
ordinators between personal selling 
efforts and sales promotional activi- 
ties. 

The wrong kind of salesman’s 
call report form may easily become 
an undue burden on the salesmen 
and on the house because of the time 
required to write it up properly. 
Salesmen are hired to sell, and must 
usually justify their compensation 
in terms of sales. They should not 
be asked to do other things if too 
much time is thereby absorbed that 
could be used in productive sales 
effort. For this reason, call reports 
should be simple; so a salesman can 
give complete and detailed informa- 
tion on all the points in which his 
house is interested, without taking 
more than a few minutes a day. 

Space does not permit of a re- 
view of all the report forms sub- 





The Idzal Sales Report 


1. Calls for only really useful information. 


2. Makes it possible to record most of the answers 
by check marks; so little actual writing is 


required. 


3. Makes it easy to analyze and use the informa- 
tion. A sales call report is absolutely valueless 
unless the information collected is used. 





mitted by electrical wholesalers for 
use in the study on which this article 
is based. The headings of some of 
them, however, are shown on the 
opposite page. None of these are 
really ideal, but some are better than 
others. The more information con- 
tained on a form with a minimum 
amount of writing, the better and 
more useful it is. 


Representative Forms 


The form used by the Oakes 
Electric Supply Co., Holyoke, 
Mass., is unique because it includes 
“subject of interview” and, in the 
next column, space to show the steps 
that should be taken to get more 
business. The spaces for approval 
by the sales manager and others 
have a good psychological effect on 
the salesmen. The chief defect of 
this form, is that a good deal of in- 
formation is called for with very 
small spaces for writing it in. 

The Peerless Electrical Co., Min- 
neapolis, has a space for noting the 
class of customer. This house asks 
their salesmen to specify the job or 
item pushed on each call. Many 
salesmen are careless and they 
ought to be instructed as to just 
what “Remarks”’ calls for. 

Form “A” is used by the German- 
town Electric Supply Co., Phila- 
delphia. Here we have a conven- 
ient set of symbols to be used in the 
“Code” column, which cuts down 
the writing required. Symbols 
facilitate the tabulation and use of 
the information on reports, particu- 
larly when they are used as the 
basis for mailing-list classification. 

Form “B” is used by a whole- 
saler who prefers to remain anony- 
mous. It is one of the few seen pro- 
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Let's take a look at some 


of the call reports used by 


electrical wholesalers. 


viding for a breakdown of sales, as 
well as indicating whether the buyer 
was in or out. A breakdown of 
sales or products presented makes 
the report twice as valuable. 

To evaluate the type of call, one 
wholesaler uses a very good set of 
symbols to designate results: A— 
Sold (amount of order also shown), 
B—Did not sell. C—Buyer not in 
and could not locate. D—Called 
for promotional work. E—Quoted 
on prospective business. F—Called 
to give requested assistance. 

Form “C” is a perfect example of 
a useless call report. Hardly any 
form could be of less use to either 
the salesman or his supervior than 
this one simply calling for the name 
of the company called on and a “Yes” 
or “No” on whether a sale was 
made. 

The form used by the Interstate 
Electric Co., New Orleans, is dif- 
ferent, particularly in the name 
given it. There is a very good point 
in designating just what information 
is wanted in the “Remarks” column. 


Some Suggestions 

Here are a few points that should 
be covered by salesman’s reports, 
but which, judging from those re- 
viewed, are seldom specifically asked 
for by electrical wholesalers. In 
most cases reliance appears to be 
placed on the salesmen, including 
this information under “Remarks” 


1. Reasons why a call did not result in 
a sale. 

2. Whether the call was a first call. 

3. Whether manufacturers’ promotional 
material or other advertising matter is 
wanted by or for an account. 

4. Whether account is new or old. 

5. Whether call was a “sales” or “serv- 
ice” call. 

6. Items on which customer’s stock is 
low, but not included on order. 

7. Complaints. 

8. Activities of competitors on indi- 
vidual accounts, and in the territory. 
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HN yerescents 


STOLE roe SHOW 


The Wiremold exhibit featured fluorescent fittings, 
reflectors and lamp arrangement. 


ry 
Gruber Brothers’ display presented a variety of 
fixtures for many types of interiors. 


Representative industrial units from Benjamin‘s 
fluorescent line. 














Some of the ten thousand wholesalers, dealers, architects and 
industrial executives who saw the show during its ten day run. 


ay ——68 ‘6 — 


‘a 


The fluorescent tubes were the center of attraction. 


Fluorescent and incandescent units from the Wheeler line. 





Lighting Products Show, New York, February 
14 to 24. A big round-up of fluorescent lamps 





and fixtures. Other new developments in photo- 
graphic, mercury vapor, automotive and theat- 
rical lighting also featured. It was sponsored 
by the General Electric Incandescent Lamp 


Department. 














Gerard Swope (left), president of General Electric, and H. B. 
Myrtle, New York Division Manager of the lamp department, 
inspect the new ‘‘Midget Sun”’ mercury-quartz capillary lamp. 


Artistic desk and stand lamps using fluorescent 
tubes shown by the Cassidy Company. 


Above, C. E. Wilson, executive vice president of General 
Electric, tries out the tubular reflector lamp, as H. B. Myrtle 
looks on. Below; General Electric executives A. L. Powell, P. D. 
Reed, C. W. Appleton, and R. B. Oliver seem fascinated with 
the new fluorescent lighting fixtures. 


Commercial fixtures and cove lights from the 
Efcolite Corporation. 


Illuminated signs and markers, products of Viking 
Lights, attracted much attention. 
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ARE YOU LOOKING ? 


Earl 
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By 
Whitemore 


OME years ago I had an Italian working on my place. His 
name was Tony and he had a pet expression. When anything 
surprised him he would say—‘Jeeza Crice! Whassa gonna be 
nex?” And he would let it go at that. 
We are getting too much into that same frame of mind in the 


electrical wholesaling business. I wonder what it’s costing us in 
extra profits, passed up? 


IF TEEN, twenty years ago we just had the wide, wide world 
to sell in. But nobody helped. It was every man for himself. 
Now that’s all changed. Under the leadership of NEMA and EEI, 
we have been building up a great program of electrical promotion. 
It embraces— 
The Better Light—Better Sight Campaign 
Nationwide Promotion in Refrigeration 
The Kitchen Planning Bureau Activity 
The Adequate Wiring Movement 
The Electric Roaster Campaign 
6. An Industrial Electrification Drive 


— 


7. A Commercial Electrification Drive 


Wm PwWwhrs 


The last two are just now being set up—with NEWA and 
NECA helping. ‘Together it constitutes a vast pressure of grow- 
ing, spreading influence upon public interest. It is getting atten- 
tion, building markets everywhere for electrical methods, electrical 
equipment. It is helping you sell every customer, every day, 
whether you realize it or not. 

But I raise this point—when you hear of a new national promo- 
tion campaign, do you say——“My God! Here’s another one!”— 
like my friend Tony? Or, are you grabbing it and using it and 
making it pay? 


HERE are four simple things to do when the industry hands 

you this kind of help. 1. Know all about the campaign. 

2. Figure out the best way you can use it. 3. Organize it into your 

day’s work. 4. Talk it to contractors, industrials, dealers— 
wherever it applies, call after call. 

For remember, these campaigns are all designed for individuals 

like you, to use. They are bright coins on the side walk, waiting for 

any wholesaler’s salesman to put in his pants. But don’t ask them 


to climb up your leg and crawl into your hand, when you're 
not looking. 
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A" ANIXTER, boss of the En- 
glewood Electrical Supply 
Company, Chicago, will usually take 
a chance. And that is probably 
why his firm is in the big-volume 
class. When some new line comes 
along which he thinks has possibili- 
ties, he puts plenty of money and 
time and push behind it. It is the 
same with some new idea or 
method. He gets a lot of fun out 
of wholesaling and makes money 
doing it. 


A Steady Climb 


Anixter has been part of Chi- 
cago’s electrical industry since 1903 
when he left grammar school to be- 


come an office boy in the old 
Sprague Electric Works, of the 
General Electric Company. And a 


smart and willing office boy can 
learn a lot about a business. Young 
Anixter was one of the smart ones. 
He asked questions, made contacts 
and found out what each depart- 
ment was doing, and why. \So in 
a few years he moved to a flerk’s 
job. Then he became war¢house 
There he gathered more ex- 
perience which is still useful. Then 
he moved forward again, this time 
o the sales force, and spent a few 
ears selling wire and conduit to 
he local contractors. 

During these years he saved 
noney. Always he was thinking 
£ someday starting his own busi- 
ess. Finally, he decided to risk 


DOSS. 
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it. So he and the late Adolph 
Albiez teamed up and launched a 
new jobbing business. At that time 
all the old established firms were 
near the loop. Anixter and Albiez 
decided to try something new. They 
went to the South Side. And in 
June, 1919 the Englewood Elec- 
trical Supply Company opened at 
5725 S. Halsted Street. 

At first they occupied only 3000 
square feet of floor space. The per- 
sonnel consisted of the two bosses 
and a handy man. But they were 
all enthusiastic and saw a chance 
to give a new fast service to that 
section. Anixter hustled for or- 
ders. His partner handled the in- 
side work. It went fine. Six 
months later they doubled their 
space and hired three more men 
Two of these—Les Merrefield and 
Henry Stanke—are still with the 
company. 

Merrefield now does the buying 
Stanke has charge of store opera- 
tions. And, although these two 
share the long service honors, there 
are also other employees now on 
the job a long time. Anixter is 
proud that his annual-employee- 
turnover is less than one per cent. 

During the early years Anixter 
continued to spend most of his time 
on the street, bringing in orders. 
Adolph Albiez continued with the 
buying, and ran inside affairs. Then 


HE WANTED TO MAKE MORE MONEY! 


Anithur N. Anixter 


-lay it down. 


OF CHICAGO 


He's a blend of salesman- 
ship and experience, with 
the nerve to take a chance. 


in 1939 they outgrew their quarters 
again, and moved up the street to 
the present location at 5801 S. Hal- 
sted, where they now _ occupy 
25,000 square feet of floor space. 
And when Mr. Albiez died in 1933 
his brother, George, took over his 
duties and the office of treasurer, a 
position he still holds. 


And He Siill Sells 


With the present larger volume 
and increased executive responsibili- 
ties, Anixter is forced to spend the 
greater portion of his time inside. 
But whenever possible he still hops 
out in the territory, selling. He en- 
joys it for three reasons. First— 
he likes to bring in the bacon and 
Second—it enables 
him to maintain his personal friend- 
ship with contractors, dealers and 
industrials. Third—these contacts 
give him, first-hand, the thinking 
of the trade. Here’s where he gets 
his best ammunition for those Mon- 
day night sales meetings, which are 
an institution in the Englewood 
firm. 

Art does not confine his interests 
to his own house alone. He helped 
organize the Chicago Electrical 
Wholesalers Association. He never 
misses NEWA meetings, and now 
and then, when not too pressed, he 
heads for the north woods and some 


fishing. And when the fish won't 
bite he falls back on his next 
favorite hobby—golf. 
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MEAT 


PACKERS 


HE meat packing industry has 

lots of money. It takes in 
more than $2,800,000,000.00 per 
year. And, although some of this 
has to go to the farmers and for 
wages, there is plenty left to spend 
with wholesalers’ salesmen. 

The foundation of the industry 
is some 1400 packing plants, with 
enough branch and_ by-products 
plants to add up to 2500 or more 
prospects. They are scattered 
through all the states of the union, 
in big cities and small towns. 

This is a must industry. What 
the farmers grow, it must process. 
It must take the animals when they 
are ready, and store the finished 
products until they are bought. Half 
of all farm acreage now is used for 
meat critters, and the industry must 
expand as the raw material supply 
does. 


Industry Expanding 


Expansion means sales for you. 
And there are many new plants 
going up, for the industry is de- 
centralizing; getting out of the big 
cities and closer to the farms and 
ranches. For this, there will be 
new equipment orders, and more 
plants to sell. 

Also, stricter records are paving 
the way to sales for you. This in- 
dustry is the father of cost account- 
ing, yet is swinging into new and 
closer costs control methods. It 
has stopped trying to lower costs 
by displacing labor—its target is 
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Vou Car 


In meat and by-products plants, sell the best 


you have. Everything must be cleanable, 


water proof, damp proof and vapor proof. 


By Edwin Laird Cady 


to replace poor equipment with 
good. The good is electrical. 

Get a clear picture of the branch 
plant set-up. These branch plants 
are independent units—they can 
buy from you. They are limited by 
acceptance lists which are worked 
out nationally. 
your products are on those lists. 
See the traveling engineers when 
they come out from national head- 
quarters, and see the consulting 
engineers too. Ili any of your good 
lines are not on the acceptance 
lists, check up with your manu- 
facturers. 

See the chief engineer at each 
plant about power and heat sav- 
ings. Every plant has a big back- 
log load for refrigeration, air con- 
But the 
peak demands for power are spread 
over the day; so the total load is 
fairly steady. Steam needed for 
cooking and processing adds up 


ditioning and processing. 


Find out which of 


to a very nice “steam balance’. So 
any savings you can make electric- 
ally will not be lost sight of as they 
would in plants having wide swings 
in their load curve. And _ this 
helps sales. 

Sell more controls and instru- 
ments. Processes are controlled. 
Too high cooking heat will shrink 
the juice out of a ham and cause 
unprofitable weight loss. Freezing 
must be avoided—unless the process 
is a freezing one. As more prod- 
ucts, more flavors and more proces- 
ses are developed, needs for controls 
are multiplied all through the 


plants. 
Plenty of portable equipment is 
used. There are saws for meat 


cutting, presses, pumps, mainte- 
nance tools, unit heaters, unit cool- 
ers, and the like. Many of these you 
do not handle, but vou have the 
cables, switches and fittings that 


(Continued on page 30) 
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Purchasing 
Agent 


Sales Contacts in the Meat Packing Industry 


PLANT ELECTRICIAN 
ELECTRICAL CONTRACTOR 





Cr As Ag) 
i -tel-lel Aw 





Traveling 
Engineers 





Supervisor 


ELECTRICAL SUPPLIES 
ammeters 

batteries 

blowers 

boxes, outlet 

cable 

chargers, battery 
circuit breakers 
compound, insulating 
compound, soldering 
conduit 

contacts 

controls, motor 

cords, flexible 

cords, waterproof 
devices, wiring 
dressing, commutator 
drills, electric 

fans, exhaust 

fishing equipment, wire 
fittings, conduit 
fixtures, lighting 
flashlights 

floodlights 

fuses 

grinders, electric 
hacksaws and blades 
incandescent lamps, all sizes 
instruments, indicating 
instruments, recording 
lamp changers 


bake ovens VY4 to 
Re COE oie cndccen< | to 
beef casing cleaners.......... 
beef head splitters............ 
belly rollers = 
body polishers ........ 

bone cutters ...... 5 to 
SE ca eat iiede Set nes 
casing cleaners ......... 2 to 
casing strippers .............. 
chitterling splitters ............ 
I Gicicntsa%s es vk 10 to 
crackling grinders ....... 30 to 
cube fat cutters............... 
CONE teaceuswkcaxcus 5 to 





Maintenance 


Consulting 
Engineer 





Heads of Processing 
Departments 


Power 
Saletial 449 








Electrical Items for Meat Packers 


lamp guards 

lamps, portable work 

meters 

motors 

panelboards 

paste, soldering 

plugs, attachment 

pullers, fuse 

receptacles 

reflectors 

signalling equipment 

sockets 

solder 

soldering irons 

starters, motor 

stations, push button 

switches, limit 

switches, pull and canopy 

switches, safety 

switches, time 

switches, wall 

switchgear 

tape 

telephones, intercommunicat- 
ing 

testers, battery 

testers, ground 

testers, insulation 

thermostats 

toqgle bolts and screws 


tools, construction 
tools, electric portable 
tools, electricians S 
transformers 

unit heaters 

valves, magnetic 
valves, motorized 
varnish, insulating 
voltmeters 

welders, electric 

wire, all sizes 


flexible shaft motors 
fly catchers 

floor scrubbers 

glue pots 

grinders 

heaters 

motor driven brushes 
paint sprayers 

pipe threaders 
pumps 

soldering irons 
sprayers, disinfectant 
vacuum cleaners 


Sales 
Manager 


Garage 
Superintendent 





valves, motor driven 
welders 


ALES DEPARTMENT 
commercial lighting 
flashers 

floodlights 


fluorescent units 
neon sign supplies 
refrigerated cabinets 
showcase lighting 
temperature controls 


wire connectors, solderless thermostats 
GENERAL MAINTENANCE LABORATORY 
blowers color lamps 
branders hot plates 
drills instruments 
dryers ovens 


small motors 


GARAGE 


air compressors 

fans 

battery chargers 

battery testers 

instruments 

portable lamps 

temperature control (for re- 
friqerated trucks) 

wiring supplies 

unit heaters 


Motor Horse-power Required for Packing House Machines 


2 HP dried beef slicers .. HP oleomargarine fat cutters....... 5 HP 

5 HP dryers vr . 5 to 30 HP oleomargarine hashers ..... 10 HP 

3 HP electrocutors conveyors .. 2 to 20 HP rendering kettles ..... | to 5 HP 

5 HP entrail washers ......... | to 2HP rotary meat cutters...... | to IO HP 

2 HP gambrelling tables ...... 3 to 5SHP scalding tub circulators........ 5 HP 

5 HP hashers ................ 3 to IS HP rr 5 HP 

15 HP hammer mills ...........20 to 75 HP shin bone washers. . soe Oe 
p hog head splitters............. 21HP shredders 10 to 100 HP 

3H hoof pullers ......... er snout pullers .... eer! 

.. HP ice chippers + ae tankage grinders ..30 to 75 HP 
/2 HP jaw pullers ...... er ie geek hs 4cancnvewe | HP 
4 HP lard coolers ............ | to 5 HP ey 3 HP 
25 HP lard gyrators | to 3HP tripe washers 3 to 7!/, HP 
75 HP SS | to 8 HP unshacklers eae | 
| HP meat cutters ........... 5 to 50 HP a prs ee Vy to 2HP 

30 HP meat grinders .......... 2 to 25 HP Worm MNOS ..........- 2 to 25 HP 
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Aud IT GOES 


OUT THERE 


This model room, with full size fan in- 
stalled and running, shows dealers and 
prospects just how attic ventilation works. 


pe four years now, Wylie 
Crowe of Electric Supply Com- 
pany, Atlanta, has been selling at- 
tic fans. Every year his business 
has increased, including last sea- 
son, when times were not too good 
anywhere. And the hot weather 
did not hit Atlanta until well into 
the summer when most others 
thought it too late to sell summer 
comfort. 

There’s a reason for this kind of 
doesn’t just happen. 
\nd the plan Crowe uses to put 
over the attic fan will work just 
as well up north or out west as it 
does in Atlanta. 


“The idea is 


success. It 


simple”, says 
Crowe. “I consider the attic fan 
a package item, one that has to be 
merchandised as an appliance, not 


20 


Wylie Crowe sells the attic fan as a packaged unit—not 


as an engineering installation. 


sold as an installation job. | pre- 
sent it to my contractors and deal- 
ers in that light, and get them to 
put behind it the same kind of 
promotion and push they use to 
sell other major appliances.” 


Studies His Market 


Crowe’s study of comfort cool- 
ing and attic fans led him to visual- 
ize today’s. market as similar to 
the electric refrigerator field in the 
late twenties, when live prospects 
included only those people in the 
upper and middle 
brackets. So, in planning attic fan 
sales for his dealers, 


class income 
he has them 
concentrate on only those folks who 
have cash to spend to gratify their 
desires for better and easier living. 

As an example, last year Crowe 
had a contractor specialize on 
downtown doctors for a while. He 
contacted them in their offices, and 
dug up some good prospects. Then, 
with their permission, he called at 
their homes, talked to their wives, 
checked to see how the installations 
would fit into the houses, and sub- 
mitted his estimates. Within one 
month this contractor sold and in- 
stalled six jobs—all for cash. 

Of course, the success in selling 
any appliance in volume depends 
upon the selection of the right con- 
tractor and dealer outlets. Crowe 
is always on the look-out for those 


HE WANTED TO MAKE MORE MONEY! 


When 


he finds a likely prospect, he gets 


who are promotion minded. 


him to come into the warehouse, 
where a full size attic fan installa- 
tion has been set up in an attrac- 
tive demonstration With 
this effective sales tool at hand, he 


room. 


is in a position to show his dealer 
prospect what he really must do 
to sell comfort cooling to his own 
customers. Crowe has worked out 
these presentations. 
Here’s how he explains it— 


a plan for 


|. “My first step is to stress the need 
for attic fans. That is easy, because any- 
one who has tried to sleep through some 
of our summer nights knows what a help 
the circulation of a bit of cool night air 
would be. 

2. “Then I show them just how the 
attic fan works. That's where the demon- 
strator comes in. It is purposely built 
small; so the fan is down where the 
prospect can see it, and the capacity of 
the fan used is sufficient to make the cur- 
tains in the windows flutter and the pros- 
pect’s necktie wave, even though one side 
of the little room is completely open. 

3. “Then I show him how easily the 
fan can be installed. Just one large grille 
in the upper hallway, or not even that if 
the fan chamber can be built over the 
head of the attic stairway. And I explain 
that the market is practically untouched ; 
that there is no cut-price competition; 
and that the trade-in problem does not 
exist. 

4, “Then I point out how he can make 
money on both the fan sale and the wir- 
ing job. And how this attic fan, better 
than any other appliance, gets him into 
the prospect’s home when he can see 
for himself whether there is an oppor- 
tunity for the later sale of additional 
wiring, new lighting fixtures or appli- 
ances. 


“If my dealer or contractor pros- 


(Continued on page 51) 
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“Pierce Davis, left, Madison Woolen Co., Maine, and John Grain- 
ger, right, Grainger-Rush Co., Boston wholesalers, inspect the 
new Wheeler fluorescent unit. Bob Hawks and G. J. Henry, 
center, Wheeler Reflector representatives, watch the lens. 


Proud of their uniform packaged motor control and safety switch 
lines (from left to right) are O. F. Myers, W. E. Addicks, C. M. 
Hall and N. O. Jones of Cutler Hammer, Addicks is Boston 
district manager. 





ITS BEST SHOW 


_ contractors and inspectors 
from all New England converged on the 
Boston Electrical Trade Show held March eighth 
to tenth. This was the sixth annual exhibit 
sponsored by the Electrical Manufacturers’ Rep- 
resentatives Club. One hundred and forty-eight 
displays by manufacturers and their local repre- 


sentatives filled the immense Boston Garden. 








H. J. MacDonald, president Walter Bieringer, Plymouth Rub- 
of the Electrical Manufac- ber vice president, and his pipe, 
turers Representatives Club, poses with John Newton, Oakes 
is U. S. Rubber’s eastern Electrical Supply, Holyoke (lett), 
district manager. It-was his and Jim Slater, Triangle Conduit 
show. Boston representative. 





@Chase Shawmut in force. Left to right, R. J. Condit, Jr., 
Boston representative, L. B. Cheney, treasurer, A. E. Lonmberg, 
assistant to the sales manager and H. T. Riley, traffic manager. 


James H. Sullivan, manu» 
facturers representative 
(left) chairman of the 
trade show committee, and 
Charles A. Stone, pub- 
lisher of N. E. Electrical 
News, trade show secre- 
tary and publicity di- 
rector, exchange congrat- 
ulations on their success. 


Left to right, C. Walther 

and C. M. McCoombe, 
Bull Dog Electric Prod- 
ucts Co., Boston, and 
Allan K. McOsker of 
George H. Wahn Co., 
wholesalers, put on their 
best customer smiles. 





































































NEW 


PRODUCTS 
TO SELL. 

















BENCH GRINDER 








FEATURES . . Adjustable, patented 
light, with blue lens, throws non-glare 
illumination on grinding operation. On- 
and-off switch controls light. Bakelite 
housing protects against grounding. 
Eyeshields equipped with shatterproof 
glass. DETAILS . . . Wheel is 7” in 
diameter, with |” face. One fine-grain 
and one coarse-grain wheel furnished. 
Overall spindle length 19”. Adjustable 
guards enclose wheels except for work- 
ing area. Tool rests are adjustable. 
Ball-bearing motor has enclosed, dust- 
tight housing, start-and-stop toggle 
switch, ten-foot rubber covered cable 
and plug. Finished in blue enamel with 
chromium plated fittings. Various at- 
tachments available. Lists from $46.50 
to $59.00. Pacific Coast prices slightly 
higher. MADE BY ... Diehl Mfg. Co., 
Elizabethport, N J. 





RADIANT DRYING REFLECTOR 
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“Well—I'll be damned!” 


offered: concentrating or spot-beam 
type available in 8” and 12” sizes; the 
spread-beam type is also available in 
the same sizes. Made of 18-gauge 
aluminum. Half-inch flange on reflector 
has four holes spaced 90 degrees apart 
for mounting. Steel socket housing 
finished in black to dissipate heat. Box 
cover supplied for assembly to outlet 
box if this type of mounting desired. 
MADE BY ... The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis. 


TOASTER SET 








FEATURES . . . Set consists of automatic 
toaster, a five-ply walnut finished wood 
tray, measuring 18” by 30”, and a vari- 
colored, 14-piece pottery service, DE- 
TAILS . . . Two-slice toaster is finished 
in chrome plate. Base and contro! knobs 
made of black Textolite. Heating unit 
is nickel-chromium, mica insulated. Six- 
foot cord with molded rubber plug. Op- 
erates on either A.C. or D.C. and is 
rated at 1100 watts, 115 volts. MADE 
BY . . . General Electric Co., Bridge- 
port, Conn. 





WALL PLATES 
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FEATURES ... Alzak processed alumi- 
num reflector with gold or silver seal to 
be used for radiant energy drying with 
carbon lamps. Seal is protected by the 
Alzak film. DETAILS . . . Four designs 






FEATURES .. . Plates have a standard 
surface design and universal trade num- 
bers. DETAILS . . . Choice of brown 
Bakelite or Ivorylite. Called “Uniline" 
plates. All maker's regularly listed 


plates are available in this design. 
MADE BY... The Arrow-Hart & Hege- 
man Electric Co., Hartford, Conn. 





FLUORESCENT FIXTURE 





FEATURES . . . Single-tube fluorescent 
lamp fixture especially designed for easy 
and practical attachment end-to-end or 
side-by-side. DETAILS . . . Each unit- 
section reflector is self-contained. De- 
tachable wiring-channel houses auxili- 
ary and conceals wiring. Reflector 
itself of satin finished, polished Alzak 
aluminum. Cast aluminum end plates 
give added rigidity and prevent sag- 
ging when units are ganged together. 
Available for 18”, 24” or 36” lamps. 
MADE BY .. . Benjamin Electric Mfg. 
Co., Desplaines, Ill. 





ELECTRIC DRILL 


FEATURES . . . Light, compact, stream- 
lined and can be used conveniently in 
hard-to-reach places. Designed for 
light-duty work. DETAILS .. . Univer- 
sal type motor available for either 110 
or 220 volts. Free speed of this 4” 
drill is 2000 R.P.M. It weighs 4 Ibs. 
and has overall length of 12”. Oil-less, 
self-lubricating bearings, and special 
alloy-steel gears, cushion shocks and 
provide quiet operation. Field case, 
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handle, and gear case are die-cast of 
aluminum. Equipment includes '/4” 3- 
jaw Jacobs chuck, grip handle with 
recessed, thumb-control switch, 3-con- 
ductor cable with ground wire and 
plug. Called “Drillmaster". Lists at 
$19.95. MADE BY . . Independent 
Pneumatic Tool Co., 600 W. Jackson 
Blvd., Chicago. 





LIGHTING BRACKET 











FEATURES . . . Streamlined porcelain 
bracket of white opal glass. For use 
with 60-watt lamps. DETAILS ... Has 
swivel strap to facilitate hanging. Base 
of fixture measures 45” square. No. 
AL-2390 (illustrated) has convenience 
outlet and is pull socket type. Has 
chain insulator and snub on pull socket. 
No. AL-2391 is similar but has no con- 
venience outlet. No. AL-2392 is key- 
less, has a convenience outlet. No. AL- 
2393 is also keyless, but has no outlet. 
MADE BY ... Pass & Seymour, Inc., 
Alabax Div., Solvay Station, Syracuse, 
N. Y. 





LIGHTED BILLY CLUB 





FEATURES . . . This lighted billy club 
answers the officer's need for one free 
hand, a strong club and a light. A 
pressure switch turns on the light. DE- 
TAILS . . . The flashlight lamp, lens and 
two batteries are well-cushioned to 
withstand severe shock. MADE BY... 
Burgess Battery Co., Freeport, Ill. 
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AIR CIRCULATOR 





FEATURES . . . Combined table and 
air circulator. Operates on principle of 
drawing air from floor and circulating 
it throughout room. DETAILS . . . Has 
two shelves and is finished in black and 
chrome. Fan has four blades. Three- 
speed, 1/20 horsepower motor. Moves 
3,620 cubic feet of air. MADE BY... 
Kisco Co., St. Louis. 


BATTERY RADIO 








FEATURES . .. Portable battery re- 
ceiver is 5-tube Superheterodyne for 
standard broadcasts and police calls. 
Operates economically. DETAILS .. . 
Automatic volume control, permanent 
magnet dynamic speaker. Self-contained 
loop antenna. Cabinet, covered with 
durable tan and brown material, is 7!/4” 
high, 12/4” wide, and 8%” deep. 
Weighs 15 lbs. complete with batteries. 
Lists at $29.95, with batteries. MADE 
BY . . . Emerson Radio & Phonograph 
Corp., I11 Eighth Ave., New York. 


LOCKING RECEPTACLE 





FEATURES .. . locking receptacle and 
cap. Ten ampere, two wire. For use 
with standard boxes and plates. DETAILS 
. - « A smaller edition of company's 


Twist-Lock line. Plates attached by 
pushing screw into Clix-in thread, to 
avoid marring or breakage. Screw re- 
moved with screwdriver in usual manner. 


MADE BY .. . Harvey Hubbell, Inc., 
Bridgeport, Conn. 


PEDESTAL FAN 








FEATURES . . . Light in weight so easily 
portable. Can be set at any angle, 
tipped up or down, or adjusted to any 
height from 3!/-feet to 5!/o-feet. 
DETAILS ... Has overlapping blades of 
polished aluminum. Capacitor type 
motor. Modernistic base is finished in 
statuary bronze lacquer. Available in 
10, 12 and 16-inch sizes. Carries a 5- 
year guarantee. MADE BY ... Delco 
Appliance Div., General Motors, Roches- 
ter, N. Y. 





DESK FAN 





FEATURES . . . Four broad blades, well 
balanced, provide large air movement. 
Adjustable to either table or wall 
mounting. Felt pad on base. Oscillates 
and may be adjusted to 0, 45 or 90 
degrees. DETAILS . . . Motor is shaded 











23 









pole design with no movable contacts. 
Free from radio interference. No. 
12AJ16 a 12” fan has two-speed switch 
and 8-foot rubber covered cord and 
plug. The 10” fan, No. IOAJI7 has a 
single-speed switch and a 6-foot cord. 
MADE BY .. . Diehl Mfg. Co., Eliza- 
bethport, N. J. 


CONTROL SWITCH 
































FEATURES ... Primarily for use in con- 
trolling the operation of audible or vis- 
ual signals to indicate predetermined 
time periods. DETAILS . . . Two con- 
tact mechanisms: one controls the hour, 
the other the minute at which the 
signal or alarm is to be given. Type 
SYC, illustrated, is for service when 
regulated A.C. frequency is available 
and practically no current interruptions 
occur. Driven by a slow-speed, self- 
starting synchronous motor with en- 
closed gear train. MADE BY ...R. W. 
Cramer & Co., 67 Irving Place, New 
York. 


APARTMENT FAN 





FEATURES . . . Designed for apart- 
ments or homes without attics. To be 
mounted outside of window. Metal 
awning protects motor from weather. 
DETAILS . . . Fan blades are steel, die 
cut, die formed. Steel welded frame is 
strong, but relatively light. Motor has 
special starting windings cutting down 
the inrush current to start fans slowly, 
preventing excessive belt wear. Thermal 
overload protection on motor. Two 
sizes: 24” and 30”. MADE BY... 
Chelsea Fan & Blower Co., 370 W. 5th 
St., New York. 
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CIRCUIT BREAKER 





FEATURES . . . Raintight, for outdoor 
applications of service entrance and 
auxiliary services. DETAILS . . . Box 


and cover of galvaneal steel with baked 
aluminum finish. Conduit hubs can be 
provided in top or bottom or both, in 
sizes for usual requirements. One to 
six single pole circuits, one to three 
double pole circuits or a combination 
of single and double pole are available. 
Either grounded or insulated neutral. 
Neutral can be omitted for range or 
water heater sub-feeds. Called "Type 
M Raintight Multi-breakeR". MADE BY 
. . . Square D Co., Detroit. 





LUMINAIRE 


FEATURES ... A quality fixture in the 
lower priced field. Totally indirect. 
DETAILS . . . Has emeried Alzak alumi- 
num finish. Canopy is provided with 
knockout for switch and has self-aligning 
fittings to assure straight hanging. By 
releasing one of three supporting arms, 
bowl swings out on other two arms for 
easy cleaning and relamping. Specular 
Alzak reflecting surface on inside of 
bowl bottom. No. 1050 for use with 
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500 or 300-watt Mogul screw base, in- 
side frosted lamp, lists at $9.90. Di- 
ameter of bowl is 1834”. Depth is 
5%". MADE BY .. . Curtis Lighting, 
Inc., 1123 Jackson Blvd., Chicago. 


BAKELITE COVER DEVICES 





FEATURES . . . Bakelite switches and 
duplex receptacles assembled on Bake- 
lite covers for outlet boxes. Switches 
available in both single pole and three- 
way with dependable mechanism. DE- 
TAILS . . . Bakelite covers come in two 
sizes for 34” and 4” boxes. Recepta- 
cles are duplex style with parallel slots. 
MADE BY .. . The Arrow-Hart & 
Hegeman Electric Co., Hartford, Conn. 





DRILL 





FEATURES . . . General purpose drill 
with added chuck capacity. Particularly 
useful for general repair work in garages 
and general maintenance work in indus- 
trial plants. DETAILS . . . No load 
speed of 1100 R.P.M. Drilling capacity 
is 5/16” in steel and 5g” in hardwood. 
Carries splined gear mounting on 
spindle, ball bearings throughout. Uni- 
versal motor. MADE BY ... Black & 
Decker Mfg. Co., Towson, Md. 


RECHARGEABLE HAND LAMP 


FEATURES .. . A high powered, porta- 
ble storage battery lamp. According 
to maker, will throw light half-mile and 
burn 10 continuous hours on one charge. 


DETAILS ... Two bulbs. Main bulb is 
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FOR DEALERS—Free Direct Mail Helps, Widespread 
Publicity, Free Catalogs and Window Signs all backed 
by a gigantic factory-sponsored National Newspaper 
Program! American Blower Comfort Cooling can now 
be sold by dealers on long, easy terms (financed 
through our affiliate, the Heating and Plumbing 
Finance Corp.). Many of the nation’s largest and best 
known Utilities will lend their prestige and efforts 
to back this gigantic campaign and help you sell. 


ATTIC VENTILATION 


Po a 
~ 


© ay 
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. = WENTURA 


Phone nearest American Blower Branch office 
or write for folder describing plan in detail. 


The world’s finest and most complete line of 


COMFORT COOLING PRODUCTS 











Ventura Fan (above) Sirocco Utility Blower Aeropel Window Ventilator Portable Apartment Home Conditioner 
Conditioner (Attic Fan) 


MERICAN BLOWER 


AN ERICAN BLOWER CORPORATION— 6000 RUSSELL ST., DETROIT, MICH. - DIVISION OF AMERICAN RADIATOR AND STANDARD SANITARY CORPORATION 
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prefocused type. Other bulb, operat- 
ing on independent switch, produces a 
less intense light that will burn 60-hours 
on one charge of battery. Rubber 
reservoir seals in battery vents, collects 
fumes and acid, thereby preventing cor- 
rosion of terminals, etc. Recharged 
through lamp head without necessity of 
removing battery from case. MADE BY 
. . . U-C Lite Mfg. Co., 500 N. Dear- 
born St.,° Chicago. 


- DOOR CHIME 














FEATURES . . . Modern in design but 
conservative enough for formal rooms. 
DETAILS . . . Blue mirror with chrome 
star is framed in oysterwhite case. 
Tubes are chrome. Two-entrance model, 
No. 582, lists at $10.00. One-entrance 
model, No. 583, lists at $9.00. Special 
transformer included. MADE BY ... 
Edwards & Co., Norwalk, Conn. 


ATTENUATOR 








FEATURES ... Hermetically glass sealed 
attenuator. DETAILS Rated for 
low wattage applications, can be fur- 
nished to match impedance of any line 
and give desired decibel loss from .25 
up to 40 decibels or infinity. Built like 
radio tube. MADE BY .. . Ohmite 
Mfg. Co., 4835 Flournoy St., Chicago. 


FLUORESCENT CONTROL 





ad 


FEATURES . . . Fluorescent control unit 
to maintain current and voltage at 
proper values. May be mounted in any 
standard raceway. DETAILS .. . Built 
complete in compound-filled case in- 
cluding thermal switch for starting, a 
reactor or transformer to provide proper 
current and voltage, and a small ca- 
pacitor to eliminate radio interference. 
Standard mounting lugs permit mount- 
ing any place where conservation of 
space is factor. For outside use, unit 
may be protected from weather. For 
60-cycle operation. Unit for 50-cycle 
operation also available. MADE BY 
. . « Westinghouse Electric & Mfg. Co., 
Cleveland. 


LAMP GUARD 











FEATURES Rugged lamp guard 
especially designed for use around 
heavy construction work. DETAILS ... 
Cage of heavy No. 10 wire with tinned 
finish, and is reinforced with a ring mid- 
way between collar and open end. 
Collar is normally open to slip over the 
weatherproof sockets generally used on 
outside work. Two sizes: No. 14332 for 
60-watt lamp; No. 14333 for 100-watt 
lamp. Called ‘Protector ‘0’ Heavy 
Duty Guard". MADE BY ... McGill 
Mfg. Co., Valparaiso, Ind. 


SHOWCASE LAMP 





‘ 
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FEATURES .. . Self-contained, combined 
reflector and 25-watt tubular lamp for 
showcase lighting. DETAILS . . . Bulb 


coated on inner surface for about half 


its circumference with metallic coating 
which serves as reflector, Medium 
screw base with bottom contact carry- 
ing a short spring. Overall length 
without spring is 59g”, diameter 1'/2”. 
Lamp is gas filled. MADE BY ... 
Westinghouse Electric & Mfg. Co., 
Lamp Div., and General Electric Co., 
Lamp Dept. 


ATTIC VENTILATOR 








FEATURES . . . Propeller of cast alumi- 
num alloy with three deep pitched 
blades to deliver a large volume of air 
with relatively little noise. Propeller is 
a well balanced one-piece casting. DE- 
TAILS . . . Ball bearing rubber pillow 
blocks insure silent operation by insulat- 
ing bearings from mounting and by the 
absorption of internal noises. Bearings 
grounded against static electricity. 
Drive from motor to fan is non-slip V- 
belt. Tubular brackets, supporting fan 
assembly and motor are securely fast- 
ened to plywood panel with reinforcing 
cleats on four sides. Sizes from 24” to 
42”. MADE BY ... Diehl Mfg. Co., 
Elizabethport, N. J. 


CIRCUIT BREAKER 








FEATURES . . . Designed to meet the 
special lighting panel requirements of 
the industrial field. Built to fit into 
recesses of H-beams. DETAILS 

Available for either 8” or 10” beams. 
Can be furnished in single and double 
pole branches up to 50-ampere ca- 
pacity. Also available for either 3 o: 
4 wire a.c. Trim is hinged to box and 
held closed with screws. Narrow door 
has lock and is hinged to trim. Both 
finished in academy brown, with inside 
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The Sign of a Better Jo -* 
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For such operations as inspection, color matching, sorting, 
drafting and many others, the fluorescent lamp brings you the 
qualities of natural daylight in which human vision is at 


its best. Its cool light permits comfortable, close mounting. 


FLUORESCENT FIXTURES 


by Goodrich 


Offered in three sizes for 18”, 24” and 36” fluorescent lamps, these 
fixtures may be mounted singly, or in parallel or linear rows to answer 
a wide variety of lighting needs. Finished in permanent porcelain 
enamel, Goodrich fluorescent fixtures combine an unusually high factor 


of reflection with proper diffusion of light. Write us for catalog sheets. 


Distributed only through electrical wholesalers 


MEMBER OF R.L.M. STANDARDS INSTITUTE 


G99! COMPANY 


¢ 1 eS 4.7 02-5 
GENERAL OFFICES AND FACTORY: 2921 


N. OAKLEY AVENUE, CHICAGO, ILL. 
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of door and rabbet finished in tan. 
Called “Multi-breakeR LX". MADE sy 
. . » Square D Co., Detroit. 





BALANCING WAYS 


FEATURES . . . For the static balancing 
of motor armatures, as well as flywheels 
pulleys, crankshafts, etc. Also useful for 
supporting armatures while undercut- 
ting or rewinding. DETAILS . . . Stand- 
ards supporting revolving discs are 
adjustable to take any size armature 
within limits of machine. Three sizes 
available: 10” swing, 12” spread, 40 |b. 
capacity; 20” swing, 20” spread, 1000 
lb. capacity; 42” swing, 36” spread 
1000 Ib. capacity. MADE BY ... Ideal 


Commutator Dresser Co., Sycamore, |Il. 


WEATHERPROOF SOCKET 


FEATURES . . . Weatherproof socket for 
stopping corrosion in all weather. DE- 
TAILS . . . One-piece socket hood is 
die cast of a zinc-base metal and is 
available with '/2” straight or angle cap 
for 244” shades, or '/2” cap without 
shadeholder. Sprayed aluminum finish 
is standard, but green finish available at 
same price. Fiber gasket between hood 
and interior seals against weather. 
MADE BY ... The Arrow-Hart & Hege- 
man Electric Co., Hartford, Conn. 


CIRCUIT BREAKER 





FEATURES . . . Combination magnetic 
starter and circuit breaker. Various 
sizes available in the range of 0-25 
horsepower at 110-550 volts, a.c. MADE 
BY . . . Trumbull Electric Mfg. Co 


Plainville, Conn. 
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Our New Plant a 
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© ALPHADUCT 


Non-Metallic 
FLEXIBLE CONDUIT 


“‘Alphaduct Loom”’ is furnished 
in either high-lustre lacquer or 
mica finish. Examined and 
labeled under the direction of 
the Underwriters’ Laboratories. 





These concentric type cables are made in both armored 
and unarmored types. Also approved and labeled 
under the direction of the Underwriters’ Laboratories. 


Write for Price Sheets on Our Complete Line 


Come and see us in our new plant 


ALPHADUCT PRODUCTS CO. 


HAROLD F. NELSON, Pres. 
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to meet the 








3 ALPHA-FLEX c A 








increased demand 


Near 
New 
Brunswick, 
New Jersey 


t MILLTOWN, N. J. 


Quality tells! Alphaduct Products have met the demands of industry 
. .. the demand has gone up and up. . 
larger quarters for bigger output and even better manufacturing and 
shipping facilities. Drop in and see us when in the neighborhood. 


. and so we’ve moved to 


© ALPHA-FLEX 


Non-Metallic 
SHEATHED CABLE 


This celebrated cable is made 
in 2 or 3 tinned copper con- 
ductor assembly. All sizes 
made with or without ground 
wire. Approved as standard by 
Underwriters’ Laboratories. 


MILLTOWN, N. J. 





Sales Agents in Principal Cities 











NEWS 





NAMES 


anFACES 








Wesco Buys 
Iron City Electric 


The Westinghouse Electric Supply 
Co. has purchased the Iron City Elec- 
tric Co., one of Pittsburgh’s oldest and 
largest electrical wholesalers, and a 
Westinghouse agent-jobber for many 
years. 

Charles W. Ridinger, who started 
Iron City in 1900 and held the presi- 
dency since the incorporation in 1909, 
has decided to take a justified vacation, 
but will continue in an advisory ca- 
pacity, so his long experience and 
knowledge will be available to West- 
inghouse Supply. 

Warren I. Bickford, who has been 
Iron City’s secretary-treasurer since its 
organization 30 years ago, has been 
named district manager by Westing- 
house Supply. The other executive po- 
sitions remain the same. W. H. Becht- 
old is general manager; W. L. 
Kline is merchandise manager; J. S. 
Ridinger is auditor and C. E. Show- 
alter is credit manager. 


sales 


Apollo Takes 
Telechron Line 


The Apollo Distributing Co., New- 
ark, is selling Telechron clocks in four- 
teen New Jersey counties and two New 
York counties. 


RCA Makes 
Personnel Changes 


George Malsed is now RCA Victor’s 
district sales manager at Dallas and 
Harold Winters has the same position 
at Kansas City. Malsed replaces George 
Ewald, who has been transferred to 
Camden, and Winters supplants Dale 
Neiswander, who is now general man- 
ager of the Interstate Supply Co., St. 
Louis distributor. 

Francis H. Engel, who has been in 
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the engineering department for 16 
years, has been placed in charge of 
coordinating and planning development 
of television receivers. J. A. Milling, 
formerly manager of parts sales, has 
been upped to manager of the small 
radio division. 


Chicago Wholesalers 
Hold Annual Frolic 


On the evening of March 22 some 600 
electrical men and their wives were 
at the Terrace Casino of the Morrison 
Hotel for the annual Midwinter Frolics 
of the Chicago Electrical Wholesalers 
Association. H. D. Roseth of Co-Op 
Electric Supply, had charge of the big 
party and the guests had Dave Dobkin 
of Dobkin Electric to thank for the en- 
tertainment. 


“Life” Home 
Adequately Wired 


The model home at Washington, 
D. C., one of several sponsored by Life 
magazine, is wired according to Ade- 
quate Wiring standards and will receive 
the certificate from the Electric Insti- 
tute there. The home has 99 outlets 
and plenty of heavy copper. But the 
electrical industry hasn’t stopped there. 
The home also has the latest in air con- 
ditioning, lighting, kitchen and laun- 
dry equipment. 


Men Shifted 
At North Coast 


A number of important staff changes 
have recently been made at the Port- 
land, Ore., house of the North Coast 
Electric Co. Brice Hall is covering 
the city, specializing on washers and 
refrigerators. He had been with Apex- 
Rotarex. John White has been pro- 











SPREADING OPTIMISM these days is 
O. B. Stubbs, president of Stubbs Elec- 
tric Co., Portland, Ore. He says, “I 
feel that 1939 will show some improve- 
ment over 1938. The supply business 
will be better, as well as appliances, 
for throughout our territory there is 
much more building planned than in 
1938.” 


THE SIMILARITY goes far beyond the 
double breasted coats. For Conrad 
and Fred Schmitz are the well liked 
brothers who operate Wabash Electric 
on the southern end of Chicago's loop. 








HEAD MAN of the Electrical League of 
Utah is Will A. Smith. But his bread- 
and-butter job is directing sales in the 
Rocky Mountain district for the General 
Electric Supply Corp. 
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It shows user need for new circuits 

Permanent overloading is positively prevented. Once the correct 

size Fustat has been installed it cannot be replaced with a larger 

size and bridging it in any way is virtually impossible. If addi- 

tional circuits are needed the user cannot side-step the issue at the 
sacrifice of safety. 








It reduces low voltage complaints 
The user cannot load the circuit beyond the proper capacity of the 
copper. This prevents a voltage drop that is so frequently the cause 
of complaints about toasters, percolators and other appliances not 
operating efficiently. 


It permits more outlets per circuit 


Adding a maximum number of outlets is a perfectly safe practice 
because the Fustat guards the circuit against overloading. 


WHAT IS THE FUSTAT? 


It is a fuse to which a thermal cutout is 
added. 

It protects like a fuse against short-circuits 
— even high resistance shorts such as occur 
in flexible cords. 


It guards against blowing of main fuses 
The branch circuit Fustat will almost invariably open on a short- 
circuit or overload, AHEAD of the main fuse or Fustat — because 
it cannot be replaced by an oversize fuse or readily tampered. When 
it does open to protect, only the normal Joad of one circuit is off 
the line instead of a user possibly having all of his lights and appli- 


It protects against permanent overloads, 
even when as light as 25%. 


Yet it will not blow on motor 





the ances out of service because the main fuse blew. starting currents of washing ma- 

‘ad chines or other appliances. 

ad e . . * . It has a base that guar 

“a It permits adding more appliances to present circuits eguinat anyous sobbing the cin 

m A circuit can be loaded to approved capacity without needless cuit of protection. 

; blows and without sacrifice of safety. The long time-lag of the Fustat Retails It, fits, Edison base fuse- 

keeps it from blowing on motor starting currents or other harmless at 7i4¢ ‘Holders through the use of an 
overloads. 2 inexpensive adapter. 


It builds user confidence in doing things electrically 


The Fustat helps sell the electrical way of doing things — for it 
generally permits users to add new appliances without being annoyed 
by needless blows . . . it assures proper operation of appliances be- 
cause low-voltage cannot be caused by overloading .. . it reduces 
chances of users being frightened by shorted cords burning up, for 
the quick action of the Fustat on dangerous cord shorts—prevents 
spraying of metal, starting of fires, burning of users . . . it helps teach 
user that the protective device is a desirable safeguard instead of a 
nuisance . . . thus it assists the whole industry to build towards 
bigger business and better times. 





It’s just good business to sell, install and use Fustats 
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of 2 BUSSMANN MFG. CO.. University at Jefferson, St. Louis, Mo 

d- . o a JEFFERSON ELECTRIC COMPANY, Bellwood, Il ; 

1e : KIRKMAN ENGINEERING CORP., 121 Sixth Ave., New York City 

al : NATIONAL ELECTRIC PRODUCTS CORP., Fulton Bldg., Pittsburgh Retails rh Tc 
» x UNION INSULATING CO., 27 Park Place, New York City in 15 to 30 amp. sizes 
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LIGHTING MEN with a couple of Gen- 
eral Electric projector and reflector 
lamps. Dick Howe (left) works out of 
Philadelphia for G.E. and Jim Hall 
heads up lighting sales for Jno. E. 
Graybill & Co., Lancaster, Pa. 





moted from counter sales to the outside 
force. His place at the counter has 
been taken over by Bob Ridell. And 
here comes one for the book—John 
Suys is now purchasing agent. With 
that name he was destined for the 
buyer’s desk. 


Larger Building 
For Baitinger Electric 


On the 29th of this month, the day 
before New York’s World Fair starts, 
Henry Baitinger will open the door of 
his new address at 60 Park Place, New 
York. These quarters of the Baitinger 
Electric Co. occupy an entire seven- 
story building running from block to 
block, and containing some 30,000 square 
feet of floor space. 

Back in February 2nd, 1923, Bait- 
inger and his wife started the company 
at 100 Chambers St. They were the 
staff. Six years later they moved to a 
much larger building at 95 Chambers 
St. Next the company took additional 
space in a building at 85 Warren St. 
And now the 50 employees are looking 
forward to the 29th. 


Graybar Promotes 
Powell, Brown 


C. S. Powell, who has managed Gray- 
bar’s Louisville house since 1929, has 
been promoted to the general depart- 
ment at New York as assistant tele- 
phone sales manager. Telephones are 
no novelty to Powell as he started sell- 
ing them in 1915 in the Omaha terri- 
tory. He specialized on the line in 
various houses until 1923 when he be- 
came sales manager at Nashville. 
Three years later he was made manager. 
Then in ’29 he was transferred to 
Louisville as head man. 

That position has been taken over by 
C. H. Brown. He was formerly sales 
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manager of the wholesale house which 
was purchased by Graybar in 1929. 
Since then he has learned how a branch 
house operates under the able super- 
vision of Charlie Powell. 


Donald S. Funk 
Heads Sangamo 


Donald S. Funk, who has been vice- 
president and general manager of the 
Sangamo Electric Co., Springfield, IIl., 
is now president of the company. He 
succeeds the late Robert C. Lanphier. 
Robert C. Lanphier, Jr., has been named 
vice-president to fill Funk’s former 
position. 


Orkil Takes 
Larger Territory 


The Orkil Electric Co., Hartford, 
Conn., distributors of General Electric 
major appliances, have added western 
Massachusetts and Windham county, 
Vermont, to their territory. Heretofore 
they have sold only in Connecticut. 

Orrin P. Kilbourn, president of the 
company, recently received a_ scale 
model of the gun brig “Lexington” for 
taking first place in General Electric’s 
“Sales Ahoy!” campaign on washers and 
ironers. The Orkil salesmen stepped 
out and sold 204.8 per cent of quota, 
leading some 60 other wholesalers. This 
is the second consecutive prize they have 
taken on these lines. 


Lewis Transferred 
By General Electric Supply 


R. J. Lewis, who has been at G.E. 
Supply’s Cleveland house as manager 
of laundry equipment and radio sales, 
has been moved to Pittsburgh. The 
transfer also brings a promotion, for he 
is now manager of appliance sales there. 


McHenry Sets Up 
Selling Agency 


J. T. McHenry, who was with Apple- 
ton Electric for many years, has or- 
ganized the McHenry Sales Co., 320 
S. Jefferson St., Chicago. At present 
he is representing the Monarch Fuse 
Co., the Eden Mfg. Co. and the con- 
duit hanger division of the Cleveland 
Switchboard Co. in the Chicago area. 


Kelley Appoints 
Sales Representatives 


Frank Kelley Inc., manufacturers of 
fluorescent lighting equipment, have ap- 
pointed the following manufacturers’ 
agents to sell their line: Glenn M. 
Hatheway, 65 High St., Boston, is 
covering the New England states. Mor- 


rison & Stone Co., 489 S. High St. 
Columbus, Ohio, is selling in Kentucky 
and West Virginia. Wood & Ander- 
son Co., 915 Olive St., St. Louis, is 
contacting the trade in Missouri, Kan- 
sas and southern Illinois. J. W. 
Richardson, 3317 Ainslee St., Phila- 
delphia, is selling in eastern Pennsyl- 
vania and southern New Jersey. 


Van Deman of Wesco 
Moved To Newark 


J. N. Van Deman, who has been dis 
trict merchandise manager for Westing 
house Electric Supply at New York, has 
been promoted to division manager of 
the New Jersey territory, with head- 
quarters at Newark. He succeeds L. P. 
Philp, who resigned to go with the 
American Car & Foundry Co. B. L. 
Clegg takes over Van Deman’s work at 
the New York house. He had been 
apartment house sales supervisor of 
Westinghouse Manufacturing’s eastern 
district merchandise division. 


David Aitken, Sr. Retires 
From Worthington Company 


David Aitken, Sr., founder and man- 
ager of the electrical department of the 
George Worthington Co., Cleveland, 
recently retired. Besides serving as 
electrical manager he was a_stock- 
holder for 33 years and a member of 
the company’s board of directors for 
20 years. 

It was back in 1897 that Aitken 
started in the electrical business as 
stores keeper with the Edison County 
Light & Power Co. at Erie, Pa. He 
wasn’t satisfied, though. So he watched 
the classified ads in Electrical World 
and found that the Electric Supply & 
Mfg. Co., Cleveland, wanted a man. 
He hopped the train and had an inter- 





David Aitken, Sr. 


view with the boss. He became a 
counter salesman. That was in 1901. 

Later that year he became an out- 
side salesman. But he was still watch- 
ing for opportunities. A year later he 
learned that the George Worthington 
Co. was looking for a line to bolster its 
waning bicycle department. Aitken 
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very Business Classifi- 
ation from “Abrasives” 
» “Zippers Can Use... 


1 
WEBSTER ELECTRIC 





REG. U.S. PAT. OFFICE Nd V 


. and these helpful sales helps are 





; Wailable to you and your dealers. 







These sales helps 
cover any phase of selling 
Teletalk to any line of business. 





o through your local classified telephone directory and you will find 
ny prospects for Teletalk under every classification from ‘‘Abrasives'’ 
“Zippers’’—more, in fact, than you can cover in a year. . . . Just ordi- . 
ty solicitation of these groups will uncover many very worth-while 
es—sales which will provide you with dollar volume, material sales, 
da good profit. . . . And prospects show an immediate interest in 
letalk. . . . Its five basic models, four speaker-microphones, and choice 
two circuits provide them with lower cost, more efficient, flexible and 


aptable intercommunication than has been available heretofore. . . . 


jour house does not now stock Teletalk, write for complete information. 


Licensed by Electrical Research Products, Jnc., under U. S. Patents of American 
Telephone and Telegraph Company and Western Electric Company, Incorporated. 


EBSTER ELECTRIC COMPANY, RACINE, WISCONSIN, JU. S. A. 
Dept.: 100 Varick Street, New York . Cable Address: ‘““ARLAB,”’ New York 


Webster 


“Where Quality is a Responsibility and 
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Fair Dealing an Obligation” 





joined the company and soon started 
the firm on its way as a factor in Cleve- 
land’s electrical industry. Now the 
company is one of the largest whole- 
salers of supplies and appliances in the 
territory. 

Mr. Aitken is an old timer in the 
local Electrical League and in 1912 
served as president. Since then he 
has been a director. Two years ago 
at the league’s annual party, he was 
crowned King of The Old Timers, an 
honor conferred on those who have 
served the industry 40 years. 


Schooling For 
Vancouver Dealers 


For two days recently Vancouver 
electrical dealers and their salesmen 
held forth at the Hotel Vancouver to 
get new pointers on selling. The school 
was sponsored by the Northern Elec- 
tric Co., Canadian Westinghouse, Can- 
adian General Electric and the B. C. 
Electric Railway Co. Topics ranged 
from rural electrification to selling indi- 
vidual appliances. 


Graybar Gives 
Service Awards 


During the first three months of this 
year, 22 Graybar employees sported 
new service buttons. Secretary and 
Comptroller Martin E. Wagner leads 
the list with 40 years of service. Thirty- 
five year buttons went to H. P. Chap- 
man, service supervisor at Fresno and 
W. F. Mullady, assistant warehouse 
boss at New York. 

Among the 30-year veterans are A. J. 
McCall, New Orleans manager; Stan- 
ley Zercher, supply manager, Dallas; 


Walter W. Ponsford, telephone special- 
ist, Philadelphia; Matilda Hanser, book 
keeper, St. Louis, and Max Morris, 
Atlanta salesman. 

Receiving 25-year awards were John 
H. Gardiner, statistician, general dept. ; 
E. C. Secker, power apparatus special- 
ist, New York; Charles H. Younger, 
St. Louis salesman; Herb Metz, sales 
promotion manager, general dept., and 
C. R. Bean, Seattle service manager. 

Thirteen folks arrived at the 20-year 
mark. They were O. B. Chandler, 
Memphis manager; E. F. Murphy, as- 
sistant sales manager, New York; W. 
F. Gay, Dallas credit manager; C. A. 
Mickel, Atlanta; F. W. Martin, Chi- 
cago; M. W. Glasgow, Youngstown, 
and E. L. Copeland, Dallas—all sales- 
men; W. H. Naudascher, Allentown 
service supervisor; FE. F. Linnerson, 
lamp and appliance specialist, Kansas 
City; T. Hadac, Chicago service clerk; 
F. H. Harbeck, head of stock mainte- 
nance, Seattle; D. E. Ingman, Minne- 
apolis repairman and J. J. Eberhart, 
janitor at Atlanta. 


New Address 
For Mark Mueller 


Mark G. Mueller, who _ represents 
Ward Leonard Electric in Colorado, 
and parts of Nebraska, New Mexico 
and Wyoming, is now located at 1644 
Blake St., Denver. 


Gibson Appoints 
New Distributors 


Twelve new distributors are now out 
selling the products of the Gibson 
Electric Refrigerator Corp. They are: 
Capital Paper Co., Indianapolis; Glas- 


AND ADEQUATE 
ELECTRICAL WIRING 
. 
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THIS ADEQUATE WIRING demonstrator was a feature of the Consolidated Gas 
Electric Light and Power Co. booth at the Baltimore Electric Manufacturers’ 
Representatives show. The wattmeter dramatically points out power wasted 
when various appliances are operated on inadequate circuits. 
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AT THE SHOW which the Everson Elec- 
tric Co., Allentown, Pa., recently put 
on for its customers, the camera caught 
L. H. Cutten, plant engineer of the 
Mack Mfg. Corp., Walter A. Everson, 
president, Mrs. Louise Everson, secre- 
tary, and David Everson, who didn’t 
give his official title. 


gow Stewart & Co., Charlotte; Stern & 
Co., Hartford; R. P. McDavid & Co., 
Birmingham; Hall & Purse, Inc., Dal- 
las and San Antonio; Reilly, Purse & 
Hall, Houston; Florence Electric Sup- 
ply, Binghamton; W. B. Davis Electric, 
Memphis; Appliances, Inc., Cincinnati; 
Carlson, Hatton & Hay, Eugene, Ore.; 
Charles E. Turnock Co., Milwaukee, 
and the Valier Sales Co., La Crosse. 

The Gibson plants at Greenville and 
Belding have been on a 24-hour produc- 
tion schedule for some time, to keep up 
with orders. 


Kitchen Bureau 
Promoting Refrigerators 


Built around a series of scientific 
laboratory tests demonstrating the low 
operating costs of electric refrigerators, 
the 1939 promotional material of the 
Modern Kitchen Bureau is now under 
way. The sales kit consists of a series 
of six newspaper ads, a food store pro- 
motion, banners, consumers folders, 
displays and sales training booklets. 


Cleary Takes 
Inland Glass 


The M. J. Cleary Co., St. Louis 
manufacturers’ agents, are now repre- 
senting the Inland Glass Works. The 
Cleary salesmen cover southern IIli- 
nois, eastern Missouri and Arkansas. 


South Bend Electric 
Takes On G. E. Appliances 


The salesmen of the South Bend 
(Ind.) Electric Co., are now selling 
General Electric appliances in that ter- 
ritory. They used to carry the Hot- 
point line. 
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Building Better Safety Switches 
— just an old Custom at Colt s 
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No. 75937 
A big, husky 600 ampere Colt 
Quadbreak Safety Switch. 


a complete condensed listing 
of all Colt Electrical Products 
in the new COL TALOG— 


Your copy is ready — Send for it today. 


ELECTRICAL PRODUCTS 


MANUFACTURED BY A WORLD FAMOUS ORGANIZATION 
COLT'S PATENT FIRE ARMS MFG. CO., HARTFORD, CONN. 


ELECTRIC AL Peet sion 
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AT THE COUNTER of the Providence 
(R. I.) Electric Co. These two boys 
have all the answers for contractors 
and dealers. They are Murray A. 
Cohen, left, and Harry Goldstein. 


Bohning Upped 
By Worthington 


John Bohning is the new electrical 
manager for the George Worthington 
Co., Cleveland. He succeeds David 
Aitken, Sr., who retired after many 
years of service with the company. (De- 
tails of his career are given on another 
page. ) 

Bohning has been in the company’s 
electrical department for some 28 years. 
His first job was order boy, then he 
moved ahead to stock clerk, salesman, 
buyer and assistant manager. So he is 
well qualified to handle his new work. 


Alcorn Directs 
G.E. Device Sales 


G. S. Alcorn, who has been assistant 
to the manager of General Electric’s 
wiring device section since 1928, has 
been upped to sales manager of that 
section. He started as an engineer in 
the wiring device department in 1910. 
Later he was transferred to sales and 
became a specialist at Boston. Then he 
went to Bridgeport and in 1926 became 
regional specialist in New York state 
on all Bridgeport products. 


Conduit Appoints 
Wood & Anderson 


The Conduit Pipe Products Co. has 
appointed the Wood & Anderson Co., 
St. Louis manufacturers’ agents, as rep- 
resentatives in Missouri, Kansas and 
southern Illinois. This company manu- 
factures nipples, couplings, goosenecks 
and running thread pipe. 


Graybar Promotes 
Cashman and Martin 


E. W. Cashman is now Graybar’s 
general service manager with head- 
quarters at 420 Lexington Ave., New 
York. He has been with the company 
since 1912 when he started as an ac- 
countant at Minneapolis. In 1921 he 
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became service manager there. Later 
he held the same position at Phila- 
delphia, Chicago and New York. 

His former work at the New York 
house has been taken over by E. E. 
Martin. Following graduation from 
Dartmouth, Martin started with Gray- 
bar as a service clerk at Philadelphia. 
The following year, in 1921, he went 
to Baltimore as store supervisor. Then 
he went into sales work and became 
manager of the Syracuse house in ’26. 
More advancements followed and Mar- 
tin became assistant manager at New 
York in 1936. 


Buttalo Holding 
Range Campaign 


The electric cookery committee of 
the Electrical League of the Niagara 
Frontier, under the chairmanship of 
Walter S. Schmidt of the Buffalo Ni- 
agara Electric Corp., met at an electric- 
ally-cooked luncheon late in February 
to discuss plans for a range drive start- 
ing April 10th. They set-up a number 
of plans which have been submitted to 
dealers so they can select the one most 
generally acceptable. 


Chicago Electric 
Remodels Show Room 


The Chicago Electrical Supply Co. 
believes that dealers and contractors 
have to see what’s for sale if they are 
going to buy, so they have doubled 
the floor space of the appliance display. 
Also, twice as many residential and 
commercial fixtures are now being 
shown as formerly. And they are all 
wired. A feature of the appliance dis- 
play is a glass enclosed case illuminated 
by both incandescent and _ fluorescent 
lighting, for comparison. 





DISPLAY MAKERS are W. R. McGinn, 
left, and. J. S. Evans of the Mill Power 
Supply Co., Charlotte, N. C. McGinn, 
warehouse boss, and Evans, counter 
salesman, have developed some 
mighty fine display panels for re- 
minding the trade of what's available. 





Bevan Promoted 
By Roller-Smith 


James E. Bevan, who has been with 
the Roller-Smith Co. since 1928, ha 
been named assistant chief engineer. 
Following graduation from Lehigh Uni 
versity in 1925, he spent a couple oj 
years in the maintenance department 
of the Bethlehem Steel Co. Then he 
went with the Philadelphia Electric Co. 
When Bevan joined Roller-Smith, he 
spent two years doing plant efficiency 
work. Next he went to the sales de 
partment and before his recent promo- 
tion he was switchgear specialist. 








FIXTURE SPECIALISTS F. R. Dixon, 
left, and G. I. Bozman of the Peoples 
Electrical Supply Co., Baltimore. Dixon 
is manager of that department. They 
have 800 units on display—all wired. 
The fixtures are arranged according to 
period and function. 


Schultz Takes 
Hunter Fans 


Arthur F. Schultz, 2809 Leibel Place, 
Utica, N. Y., manufacturers’ agent, is 
covering all of New York state, except- 
ing the Metropolitan area, for the 
Hunter Fan and _ Ventilating Co. 
Schultz is well known in that territory 
as he represented Philco there for ten 
years. 


Three Distributors 
Take Stewart-Warner 


The territory-travelers of David 
Kaufmann’s Sons, Baltimore, and Ap- 
pliances, Inc., Cincinnati, are selling 
Stewart-Warner radios in their respec- 
tive territories. The Household 
Appliance Corp., New Orleans, is 
distributing the company’s refrigerators, 
ranges and radios. 


Utility Men 
At Chicago 


From March 21 to 24 the commercial 
section of the Edison Electric Institut« 
gathered in Chicago’s Edgewater Beach 
Hotel for the sixth annual sales confer 
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To help you pick up EXTRA lighting business 


.».do you have these quick-selling 


Lighting Specialties by WAKEFIELD? 














| Shoppers’ eyes get no 

glare; merchandise 

stands out; more people 
stop to look. 








1. CATCHON COMMODORE. Screws into 
present lighting sockets. Attractive, low-cost 
way to modernize store lighting . . . where the 
owner wants better light but wishes to avoid 
the excessive brightness often found in enclosing 
globes when higher wattage lamps are used. Gives 
more direct light than regular COMMODORE. 


2. CATCHON WINDOW REFLECTOR. 
A low-priced unit that improves existing 
window light simply by screwing into 
present lighting sockets. Reflector shell 
adjustable to direct light to any part of 
the window .. . which permits use of 
sockets mounted vertically or horizontally. 
A real selling aid for small stores. 









































S 
S 
S 
e 3. CANOPY BRACKET, for Catchon 4. SPOTLIGHT BRACKET, used 5. COLOR CAPS. Snap onto Projector or Re- 
Window Reflector or MAZDA Projector with MAZDA Projector or Reflector flector bulbs in a jiffy, to increase the attention 
. or Refiector lamp. Permits use of ceiling lamps, or with Catchon Window Re- value of their light. Come in six brilliant new colors 
y fixture, both as outlet and mounting point, flector. Provides a punch of light to developed by Corning: Light Straw; Blue; Surprise 
, for low cost spotlighting. Easy to install. accentuate displays; facilitate indus- Pink; Light Blue-Green; Red; and Amber. Alert 
l Good for stores, cafeterias, offices and trial operations; attract people. Comes merchandisers will be quick to see their helpfulness 
industrial plants. with cord and plug. Set on floor or 
mount on wall. ° 
7. CATCHON' HOLD- 
ERS . screw into exist- 
ing ~~~ 9 to provide a 
means of installing a glass 
6. GLARE SHIELD % * enclosing globe. Here’s 
AND_BEAM CONCEN- a simple way to overcome 
TRATOR. Like color . P glare and secure more 
| caps, snap onto bulbs to . diffused light . . . in small 
eliminate any possibility stores, offices and homes. 
. of glare from the side; A quick seller for most 
make beam extra concen- dealers. 
4 trated. Good for featur- 
ing special items. Also 
; available with color filters. 

















DISTRIBUTED THROUGH WHOLESALERS 


These are only a few of the lighting units which Wakefield 
makes. Send for a copy of our new 1939 catalog ... just off the 


press. 
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Including many 
pa Improved Fittings 
originated by Penn-Union to 
give you quicker and easier 
connections, that are Perma- 
nent and Dependable. 


Clamp Type Terminals 
for every size and 
type conductor. All 
types—for any appli- 
cation 


Universal 
Clamp, that 
takes a wide 
range of wire 
sizes. 


Most Popular Type of 
connector, with in- 
numerable uses — the 
all-around favorite of 
practically every user 
of current. 


Set-screw con- 
nectors for solid 
and stranded 


cable. 


Figure Eight and Oval copper 
tube sleeves, also split tinned 
sleeves, etc. 


Service Entrance Con- 
nectors, with heavy 
l-piece hard drawn 
copper body. 


Fuse Clips, Ferrule 
and Knife - Blade 
types, sprins tem 
pered bronze. 





Every Penn-Union Connector is De- 
pendable. Preferred by the leading 
utility companies and ‘‘industrials.’’ 
Sold by leading jobbers 
PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. 
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ence. H. E. Dexter was chairman of 
the convention. The opening day was 
devoted to general sessions. And the 
following day, the members started dis- 
cussing ways and means for selling 
more appliances, adding more load. 


G. E. Building 
In Chicago 


General Electric is investing $2,500,- 
000 for 77,000 square feet of land and a 
new building in Chicago. The site oc- 
cupies the block bounded by Canal, 
Clinton, Cabrini and  Arthington 
Streets, and will house the General 


| Electric sales offices and warehouse; 


the General Electric Supply Corp.; R. 
Cooper, Jr., Inc., and other associated 
interests. 


Norge Holds 
Canadian Meeting 


The Canadian Radio Corp., Toronto, 
distributors for Norge appliances, held 
a sales and service clinic at St. John 


| recently for the employees of the Com- 


mercial Equipment, Ltd., and the New 


| Brunswick Power Co., both wholesalers. 


J. K. Nisbet, manager at St. John, 
had charge of arrangements and A. H. 


| McLellan, director of sales education, 


was the principal speaker. 


Wesco, Toledo 
Adds Men, Line 


A. A. Fair, H. F. Heyman and 
Charles Dawson are new salesmen at 
the Westinghouse Electric Supply 
branch at Toledo, Ohio. Fair was with 


| RCA and Heyman and Dawson used to 


sell for the J. W. Greene Co. This 
house has taken on the Westinghouse 
refrigerator franchise which had been 
held by the Greene organization. 





FLUORESCENT LIGHTING gets a going 
over by Carroll L. O'Shea, left, of Cur- 
tis Lighting and George Klein of Hi- 
Fro Electric, Plainfield, N. J]. And Klein 
tells us that O’Shea had the answers. 





Vancouver Fighting 
Wholesale Buying 


Apparently the Canadian retailers 
are up against the same problem con- 
fronting American dealers—that of 
wholesalers and manufacturers selling 
direct to consumers—and the Retail 
Merchants Association of Vancouver is 
trying to do something about it. 

They have been gathering evidence 
of wholesale-selling in various commod- 
ities and will soon start negotiations 
with wholesalers and manufacturers to 
stop the practise. 


Apex Names 
Three Wholesalers 


The Apex Rotarex Corp. has ap- 
pointed three new distributors. The 
Electric Lamp & Supply Co., St. Louis, 
has the complete line in Missouri and 
western Illinois. The salesmen of the 





A RADIO DISPLAY that is really a display. This is a portion of the Fada Room 
of The Toledo (Ohio) Electric Sales Co., where contractor-dealers bring their 
customers to see and hear 44 sets of all styles. And while they are looking at 
radios they have a chance to see some fixtures. 
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With General Electric Type H MAZDA Mercury Lamps, 30-ft. candles on the working plane 
at a 35-ft. mounting height is obtained in this installation. 










Here’s a type of job where General Electric Type H MAZDA Mercury 










Lamps are ideal. In high bay jobs, with the aid of this modern light 


fype a source, seeing is made easier, more productive. You can sell your cus- 
tomers high levels of illumination at lower cost per foot candle. Better 


light reduces eye-strain and results in more uniform, high-quality pro- 
duction. » » » All branches of the metal working industry are buying 


light as a production tool. This policy is paying dividends in better effi- 


ciency from men and machines. When blended with incandescent light 
Type H MAZDA Mercury Lamps provide illumination which simulates 


and blends well with daylight. » » » The cooperation of the field promo- 
tion men of the General Electric Company is at your service. Let them 
help you to make greater profit by selling this modern light. 


Order your auxiliary devices which were designed especially for 
this lamp from the General Electric Vapor Lamp Company. 


GENERAL @ ELECTRIC 


Yodeh 











General Electric Vapor Lamp Co. Incandescent Lamp Department 
891 Adams Street, Hoboken, N. J. Dept. 165, Nela Park, Cleveland, Ohio 
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National Mill Supply Co., Fort Wayne 
Ind., are covering parts of Indiana 


Ohio and Michigan. And the Radi 
& Motor Service Co., Altoona, Pa., ha 
the line for central Pennsylvania. 


Te BE Ce G. E. Supply Moves 


R. J]. West To Dallas 


R. J. West, who was district appli 
ance manager for G. E. Supply at 
Miami, has been transferred to Dallas 
as appliance sales manager in that dis- 
trict. Before joining the company five 
years ago, West had spent 14 years 
with the Matthews Electric Supply Co., 
Birmingham. 


Telechron Presents 
Five New Clocks 


To further round out its line, the 
Warren Telechron Co. is offering five 
new models. The “Finesse” has genu- 
ine leather-covered case, available in 
DISTANCE FOOT blue or brown. It lists at $9.95. The 
FROM LAMP ae yt ANDLES “Advocate” is especially designed for 


the modern home. It is covered with 
black Textileather and retails at $5.95. 
Lg 62/ 42 The “Kirkwood” is done in straight- 
grain wood with a walnut finish and 
sells for $6.50. 
For the sea-minded folks, the “Vaga- 
geen bond” is available at $9.95. The “Ad- 


ministrator” has a brown’ molded 


a fi plastic case and lists at $3.95. 
“THE LAMP OF TOMORROW ...TODAY!” 
Model No. 2000—MITCHELL FLUORESCENT DAYLIGHT 
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LAMP for 110-120 volt, 60 cycle Alternating Current, unless 
Direct Current specified. Height 15%", Width 18’, Cord 9‘ long. 


MITCHELL DAYLIGHT FLUORESCENT LAMP 


Fluorescent lighting is sweeping the country—exciting interest among 
millions of potential users from coast to coast. Here is your opportunity to 
go places with it. No other unit can touch MITCHELL’S FLUORESCENT 
DAYLIGHT DESK LAMP in price or value. 


| 
| 
| 
Business men will want it for their desks. It can be sold wherever reading | 
| 


LESS BULB 





THE MOVE 


Paul Schmidt who used to sell for 
the Electrical Distributing Co., Balti- 
|more, and Baltimore Electric, is now 
with Leo McCourt, a manufacturers’ 
agent there. 





* 


W. H. Buchholz is representing Proc- 
tor Electric in Wisconsin and northern 
Illinois. And E. J. Lane is covering 
Arkansas and parts of Illinois, Tennes- 
see and Missouri. 


tasks are performed, or where color matching or selection is important. 
Every office, store and business place is a prospect. 


Uses new MAZDA T8, 15-watt Fluorescent Daylight lamps which give the 
closest approach to real daylight ever achieved. No Glare! No Eyestrain! * 
Gives four times as much light as the average man has on his desk. 
: , . os J. B. Hoyt is ranging through south- 
Minute details can be seen with startling vividness; smallest type can be | ern Texas for Stromberg-Carlson. 


read with ease. 


* 


Produces outdoor lighting indoors... the finest light in the world for | 
| Fred Hayes is a new name on the 


seeing ease and eyesight protection. roster at G. E. Supply, Hammond, Ind. 

Our competitors will say that we can’t make a lamp like this to sell for | He replaces G. E. Kenney, who was 

$12.50 list. But here it is, and it has everything—smart appearance, sturdy | ™0Y¢d to South Bend. 

construction, approved auxiliary, and wiring. All our facilities, research * 

and manufacturing skill are geared to high volume production. That iswhy | w. H. Buck is covering the city terri- 

MITCHELL alone offers such amazing value in lighting’s latest sensation! wi for Southern Wholesalers, Inc., 
ysaltimore, 


MITCHELL MANUFACTURING co. . 


R. Nighswander has joined the 
1550 DAYTON STREET CHICAGO, ILLINOIS 


Hurley Machine Co. as St. Louis divi- 
sional sales manager. Before selling 
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— AND you may miss 
real business without 
this up-to-the-minute 


1939 DIRECTORY==» 


Like everything else, the electri- 
cal wholesaling field is changing— 
so rapidly, in fact, that over 80°, 
of the listings in the 1938 Direc- 
tory have been revised for the 
1939 Edition. 


One of the most valuable sales 
aids an electrical manufacturer can 
have is accurate, up-to-date infor- 
mation about wholesalers. Incor- 
rect data is more than misleading 
—it can cost money in lost sales 
and misdirected effort. 


Order a copy of the 1939 Direc- 
tory today, and profit from having 
facts when and where you want 
them. 


A Service of WHOLESALER’S SALESMAN © 330 W. 42nd St., New York 


$15.00 for First Copy. $7.50 for Additional Copies to Same Manufacturer 
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MIDST THE TREES stands Harvey 
Ball, who sells the contractors and 
industrials for Ruble Electric Supply, 


Seattle, Wash. Harvey has been 
selling electrical materials for some 
20 years in that territory. He used 
to be with General Electric Supply. 


Thor washers and ironers, he was appli- 
ance manager of a local department 
store. 

* 


A. H. Meyer, Jr. is now out selling 
for Wilson Lighting, Inc., in the Chi- 
cago area. 

* 
John Novak has been promoted by 


Hyland Electric, Chicago, from inside 
sales to the city territory, specializing 


| on lamps. 


” 


E. R. Schaeffer is now superintendent 
of General Electric’s Philadelphia 
Works. He had been supervisor of tool 
planning and wage rates. 


* 


J. C. Springer, a member of Cutler- 
Hammer since 1928, following gradua- 
tion from the University of Illinois, 
has been named assistant credit man- 
ager. 

.s 


Howard K. Phillips, well known to 
the electrical trade of upper New York, 
is covering part of the Hudson Valley 
area for the Electra Supply Co., Pough- 
keepsie. Bernard Reifler now has 
charge of service and traffic, replacing 
Louis z Isaac, who resigned to go into 
the retailing business at Peekskill. 


* 


Fred Ferrara, a veteran among Chi- 
cago’s electrical salesmen, is selling in 


| the city territory for the Chicago Elec- 
| trical Supply Co. 


. 


Arthur Meyer has joined the office 
force of the Fox Electric Supply Co., 
Elgin, II. 

* 


Rod Price, who has been selling inside 
for Graybar’s Salt Lake City house, has 
been promoted to outside sales. Bill 





Price has been upped to the counte 
there. Charlie Cram, a graduate of th 
shipping room, is now working in th: 
office. Allen Searle and Angus Nichol- 


son are new men in the warehouse. 
* 


Bob Robinson is covering the norther: 
territory for the Ackerman Electrica 
Supply Co., Grand Rapids, Mich., an 
Dal White is selling in the southern sec 
tion. Lyle Reynolds, who was with 
Ackerman Electric & Machinery, Peoria 
Ill., has joined the pricing department 
Wayne Trimpe has charge of the second 
floor stockroom and Ernie Stel is on the 
shipping staff. 

* 

David Young has joined the sales force 
of the Electrical Supply Co., New Or- 
leans. He had been with Westinghouse 
Electric Supply, Minneapolis. Jim Blount, 
Jr. is also a new name at Electrical Sup- 
ply. He heads up advertising and sales 
promotion. 

* 


Oswald MacCarthy, a 14-year veteran 
in electrical merchandising, is now selling 
in the New York area for the Proctor 
Electric Co. 

* 

Donald A. Wood has charge of the ad- 
vertising service division of General Elec- 
tric’s appliance and merchandise depart- 
ment at Bridgeport. He succeeds R. W. 
Hart, who resigned recently. 


* 


V. A. Sheals, wire and cable specialist 
in the New York area for General Elec- 
tric, has been appointed assistant design- 
ing engineer of the cable engineering de- 
partment. 

* 


J. A. Johnson is now on the payroll of 
The Mercoid Corp., Chicago. He hails 
from the United Electric Controls Co., 
South Boston, Mass., where he had 
charge of sales. 


* 


Frank L. Nason is now New England 
district manager for Westinghouse, suc- 
ceeding the late James P. Alexander. 
Nason was formerly manager of the cen- 
tral station department in that area. His 
offices are still at 10 High St., Boston. 


OBITUARIES 


Percy H. Booth 


Percy H. Booth, former vice-presi- 
dent of the Hotpoint Company, suc- 
cumbed to a heart attack in Los 
Angeles, February 8. 

Born February 28, 1877, at Virginia 
City, Nev., Mr. Booth moved to Los 
Angeles with his parents in 1897. Fol- 
lowing his graduation from the Univer- 
sity of California in 1901, he joined 
the family’s commercial laundry busi- 
ness, L. Booth and Sons. In 1908 he 
entered the Pacific Electric Heating 
Company as sales manager, and insti- 
tuted the first appliance dealer organi- 
zation in history. When that company 
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as renamed the Hotpoint Company 
in 1918, Mr. Booth moved to Chicago, 

vice-president in charge of sales, 
vhere he remained until 1920. He 
then returned to Los Angeles, and 

tinued as vice-president and Pacific 
Coast district manager. 

In addition to his connection with 
electrical appliance merchandising, Mr. 
Booth was a civic leader, and, as a 
member of the Board of Freeholders, 
helped draft the present Los Angeles 
City Charter. He was a member of the 
Los Angeles Country Club and the Cal- 
ifornia Club, as well as the local elec- 
trical leagues and associations. 

He is survived by his widow, Mrs. 
Candace Elizabeth Booth; two sons, 
Willis H. and Richard P. Booth; a 
daughter, Mrs. Laurence Robertson, 
and a brother, Willis T. Booth. 


MEETINGS AHEAD 


Chicago—Radio Manufacturers Asso- 
ciation, fifteenth annual convention, at 
Stevens Hotel, June 13 and 14. 


Chicago—National Radio Parts show 
in Exhibition Hall of Stevens Hotel, 
June 14 to 17. 

* 


French Lick, Ind.—Lake Michigan and 
Missouri Valley Clubs, April 27 and 28. 
* 

Hot Springs, Va.—Electrical Manu- 


facturers Club at The Homestead, May 
10 to 12. 





Hot Springs, Va.—Electrical Manu- 
Manufacturers Association at The 
Homestead, May 14 to 18. 


° | 
Hot Springs, Va.—National Electrical | 


Wholesalers Association at The Home- | 
stead, May 22 to 25. 


¥ 
New York—The Eastern Electrical 


Wholesalers Association is holding its 


annual dinner at the Hotel Astor, April 
29, 








Color and Lighting 


In “Color and Colors” Dr. Matthew 
Luckiesh, Director of General Electric’s | 
Lighting Research Laboratory, has ap- 
proached the subject from the stand- 
point of its ultimate effect in human | 


responses. 

Following closely the advent of the | 
new fluorescent lamps, which are usher- | 
ing in a new epoch of controllable col- | 
ored lighting, Dr. Luckiesh’s new book | 


is particularly timely. It approaches the | 





From Coast 


Steber 
LIGHTING SPECIALTIES 


A profitable line of useful products 
that are in demand by contractors 
and consumers 


To Coast 
The Spot Light’s 


on— 





UTILITE For use with the new Incandescent Projector 

lamp (PAR-38) for outdoor and indoor serv- 
Number One ice and with the new Reflector lamp (R-40) 
for indoor lighting. 


An ideal, all-purpose, utility lighting unit, attractively low in 
price, 


COVERLITES 


New and distinctive — High 
grade, process enameled re- 
flectors, low in cost. Easy to 





install. Ne ad f anv ap- Porcelain or Weatherproof 
Z : Needed for many Ss? Socket Mounting Type 
plications where bare lamps Coverlite 





are now used. 
Outlet Box Mounting Type, 
Pull Chain Coverlite 


REFLECTORS 


Process and porcelain enam- 
eled reflectors. Shallow dome, 
deep bowl and angle types. 











Pipe Mounting Type Proc- ‘ 
ess Enameled Reflector OMNILITE per Sueestes 
FLOODLIGHTS Angle Type Porcelain 


Enameled Reflector 
All purpose, outdoor and in- 
door floodlights. Precision 
made, efficient, attractively 


low in price, unusual values. 


YARDLIGHTS 


Most complete line of Yard- 
lights available. Durable, 
sturdy, pleasing design, easy 
to install. Listed, by Under- 





. writers’ Laboratories, Inc., and —— 
Indoor Floodlight complete : Outdoor and Indoor Junior 


with Color Screens bear Underwriters’ label. Omnite Floodlight 


re 


Gooseneck and Straight pipe bracket Yardlights, with process and porcelain enameled reflectors 








To build your sales and profits, Steber products are advertised regularly in Electrical 
Contracting. See our full page ad in April issue. 


Ask for complete catalogue and full information on our cooperative merchandising 


plan. 


Steber MANUFACTURING COMPANY 


126 North Union Avenue Chicago, Illinois 
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FLOGRA BOXES 
AND WIRING 


SPECIALTIES 


how ta- 


view showin ered 
my fis mug The 


* ppearance, 
tallation. 


Cut-away 
pered unit - 
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and simplicity of ins 








The Latrobe Line Is 
complete forall resi- | 
dential,commercial, 
and industrial re- 
quirements. In ad- 
i dition, the entire 
line is designed 
with the idea of re- 
ducing installation 
time ...an impor- 
tant point to con- 
sider when select- 
ing floor boxes and 
wiring specialties. 





































No. 140 Floor Box 


Recommended for use in fireproof 
floors with wood floor finish. Con- 
sists of box body, iron adjusting 
ring with brass edge ring, gasket 
and 444” brass 
cover plate with 
/,” flush brass 
plug. Shown with 
No. 206 Nozzle. 




























FULLMAN MFG. CO. 


LATROBE . PENNA. 


ps.” 


PORCELETS GET THE 


. THAT'S WHY THEY DESERVE 
YOUR AGGRESSIVE: PROMOTION! 





terthought .. . it stands for PERMANE “NCE and 

SAF TY which primarily make Porcelet f 4in outlet 
ier to sell, particularly where hazardous conditions exist 

if are tore k-pr and sn pro 
yet, Gese r superi n t 1 r their 
Ss ostar a1 savinas n Db which 

always helps then t business rar elain Syste 

1 neve nded; req nnect 

and the sa c an be used f ° utiets 
Let us send ited data proving Porcelets’ simplicity 
and breadth of the application... 1 will find it thor- 
yhly protitable to suggest the use of Porcelets and explain 


their advantage 
Write for Our New Catalog No. 16, Featuring Our Complete 


PORCELAIN PRODUCTS, INC. 
-" OHIO 


FINDLAY 
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STAR SALESMAN. Michael Elgutter, 
salesman for the Electrical Supply Co., 
New Orleans, came out with the bacon 
in the local utility's “Golden Oppor- 
tunity Lighting Campaign.” And one 
day this summer, Mike will be hopping 
the train for New York’s World Fair— 
with all expenses paid. That's what he 
| won for hustling more lighting than the 
rest of the boys. 





field from a dozen different directions 
—ranging from the complexity of color 
itself to its interpretation, appreciation, 
and practical application—then inte- 
grates them into a clear-cut, unified 
| understanding. “Color is a play, and 
| colors are its players,” keynotes the 
author’s approach to the subject. 

In treating of the aesthetic and psy- 
chological realms of color, Dr. Luckiesh 
has approached the subject with the 
diagnostic skill and soundness of the 
scientist, combined with the sensibility 
of the artist. 

A noteworthy feature of the book is 
the color chart, into which the author 
has compacted the entire realm of color 
from its physical basis—the visible spec 
trum—through color mixture, to thé 
ultimate aesthetic and psychological ef- 
fects of color. This comprehensive 
treatise is of practical value to artists, 
craftsmen, and decorators, as well as all 
other users of color. (D. Van Nostrand 
Co., New York, N. Y.—205 pp.—$3.00. ) 


MORE FACTS 


ON PRODUCTS 





Air Circulators—Diehl Manufacturing 
Co., Elizabethport, N. J. Form No. 1953 
is a four-page folder illustrating and de 
scribing in detail Diehl’s air circulators, 
including the non-oscillating wall model, 
the non-oscillating counter model, the 
non-oscillating ceiling model, and the 
oscillating and non-oscillating floor mod- 
els. Specifications for each model are 
included. 
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Air Conditioning—Carrier Corp., Syra- 
cuse, N. Y. Air conditioning equipment 
for use anywhere from a single roo: 

an entire building is presented in the 
sixteen-page catalog issued by this « 
pany. Refrigeration and heating equi 
ment are included, and each type of 
product is described according to appli- 
cation, function, operation installat 
dimensions and sizes. 


¥ 


Attic Ventilators—Diehl Manufacturing 
Co., Elizabethport, N. J. Catalog 
1957 describes Diehl’s attic ventilat 
giving illustrations of their applicatio: 
and showing cross-section drawing 
their mountings. 


1 


























v 
: ies IN ' 
| Batteries—Philco Radio & Television Lap 
Corp., 3701 N. Broad St., Philadelphia, Milt 
| An eight page bulletin gives detailed in- ad 
| formation and specifications on this com- . 
pany’s line of dry batteries, including = 
radio a-b-c—b & c batteries, radio bat- ties 
tery packs, flashlight batteries, and all- 
purpose batteries. Illustrations are in- 
cluded. Fans 
v ethp 
Conduit Fittings—Appleton Elec. ( wth 
1701 Wellington Ave., Chicago. An - 
nounce their No. 11 catalog (480 pages Le 
giving a complete listing of Threaded Rib 
| and No-Thread Unilets, (Malleable Iro: ; 
Conduit Fittings), Explosion-Proof Uni- 
lets, Lighting Fixtures, Dead-End Cir Flooc 
cuit Breaking Plugs and Receptacles, Unio 
etc. The listings of Unilets are grouped let ill 
in sections, according to various lines ficatic 
and types. Each section is preceded by ing ¢ 
a Contents Page, which makes it easy ( 
for reference. roo! 
v 1H 
Control Apparatus—Trumbull El = : 


Mfg Co., Plainville, Conn. “Trumbull- 
ist” (52 pages) contains latest listings 
and prices of their line of electrical con- Fluo: 


trol apparatus. Van 

Vv boke} 
Control Equipment—Bull Dog Electric Hare 
Products Co., Detroit, Mich. Catalog fiuors 
No. 391 illustrates and gives complete ght 
specifications of this company’s safety enc 
switches, service equipment, switch of sk 


















boards, lighting and power panelboards, 
and bus distributions systems. 
This streamlined beauty is 


the new Deluxe 16-inch 

SIGNAL 3-speed Fan. It is 
modern in styling and engi- 
neering. Some of the outstand- 
ing features are enclosed oscillat- 
ing unit with push button control, slow 
speed motor, greater air delivery, wide 
sweeping fan blades and unusual quietness. 








Write for 1939 fan catalog, mer- 
chandising program and prices. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 


Offices in all prinicipal cities 








| PAIR OF BILLS from Philadelphia. And 
they are both counter salesmen for the 
Gross-Chew Electric Co. Bill Barr is 
the man with the coat. The fresh air 
enthusiastic is Bill Kraus. 
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IN THE FIXTURE ROOM stands D. C. 
Lappin, who heads Lappin Electric Co., 
Milwaukee. He is proud of his head- 
quarters at 1022 N. Fifth St. with the 
spacious displays and fine warehous- 
ing facilities. 


Fans—Diehl Manufacturing Co., Eliza- 
port, N. J. Catalog No. 50 is a 20- 
page catalog giving complete specifica- 
tions and illustrations of this company’s 
of floor, counter, desk, wall and ceil- 


ibbonaire” for office use. 


v 


Floodlights—Steber Mfg. Co., 126 N.| 
A 26-page Book- | 


Union Ave., Chicago. 
t illustrates and gives complete speci- 
tions for this company’s floodlight- 
equipment for outdoor and indoor 

ce. Included are coverlites, weather- 

f and indoor floodlights, reflectors, 
lights, and their new Utilite for 
with the new incandescent projector 

l, projector spot and reflector lamps. 

v 

Fluorescent Lighting—General Electric 
Vapor Lamp Co., 410 Eighth St., Ho- 
ken. Bulletin No. 522 discusses the 
haracteristics of their Cooper Hewitt 
luorescent lamp, for general industrial 
lighting. It describes the light out-put 
iency, long life, blue-white light, lack 

f shadows and eye fatigue, installation 
t, rectified d.c. arc circuit and dust 
tight auxiliary equipment. Also included 


1 photometric rating chart, a foot- | 


indle table and specifications. 
v 


Fluorescent Lighting—Gruber Brothers, 
72 Spring St., New York. Section 562 
’ L. & R. is a four page folder de- 

bing, with the help of diagrams, this 
ipany’s fixtures for fluorescent 
zda Lighting. List prices are in- 
led. 


\N 


v 
Lighting—Goodrich Elec. Co., 2900 N. 
Oakley Ave., Chicago. Stockbin illumi- 
tion is the subject of a newl2-page 
booklet. It discusses ways of providing 
idequate illumination for shelves and bins 
narrow aisles. It is illustrated, and 
es complete engineering data. 
Vv 
Lighting Equipment—Revere Electric 
7 W. Jackson Blvd., Chicago. 
alog “F” 
lighting equipment for service sta- 
s. This catalog includes a number 
levices new to the industry. 


es fans, and features their exclusive 


covers their line of mod- | 


Or Indicating 


WITH 


Wholesalers who stress the fields of service for 
General Electric Neon Glow Lamps soon find 
that they’re tapping new outlets for indicating 
signals .. . building a new type of business with 
steady profit possibilities. Industrial plants ex- 
pand their use of pilots and indicators when 
they learn of the long life and negligible energy 
costs which Glow Lamps can provide. Execu- 
tives are quick to see the benefits of these 
attention-getting signals on heating units, 
conveyors and other equipment to assure 
extra economy or safety in operation. 
General Electric Glow Lamps are available 
in sizes and wattages covering applications as 
exit lights, as signal lamps marking location of 
fire extinguishers, valves, etc., and as built-in 
pilots on industrial equipment of all kinds. 
Even after the long service period for which 
they are rated, they do not “‘wink out” sud- 
denly and leave important circuits unprotected. 
Why not make the “Glow Lamp”’ story a 
part of your sales recommendations to indus- 
trial purchasers? For complete information 
write General Electric Vapor Lamp Company, 
891 Adams Street, Hoboken, New Jersey. 


TAP MORE OUTLETS 


ignals 


\%4 Watt, 115 Volts—T4% Bulb 
Supplied with Candelabra 
Screw Base Only 


1 Watt, 115 Volts—G10 Bulb 


2 Watt, 115 Volts—S14 Bulb. 
Finish—Clear, Sprayed 
Red or Yellow 


GENERAL €@ ELECTRIC 
VAPOR LAMP COMPANY 


‘pril 1939 — THE WHOLESALER’S SALESMAN 














480 LBS. 
PULL TEST 

















Here’s proof you 
can depend on 
ILSCO Solderless 
Lugs to grip 
\ wires securely — 
\ against as much 
as 480 LBs. puLL! 


Learn what Your 
customers who 
use lugs, think 
of the ILSCO line. 
Write for large, 
attractive display 
card. No cost. No 
obligation. 








Capacity of scale used In 
test: 5 ibs. Lugs used 
same size as shown below, 
for #8 to #4 wire range. 


ILSCO COPPER TUBE & PRODUCTS, INC. 











5629 Madison Rd., Cincinnati, Ohio 


The Fastest Cutting, 
Longest Wearing Drill 
Ever Introduced! 





Drills Holes In Concrete, 
Tile, etc. 50 - 75% Faster! 


« 

Stays Sharp Up To 

For All 50 Times Longer 
Rotary Elec e 


tric Portable 


pn Reduces Installation Time For 


Expansion Anchors Easily 50% 


No more hammering! No more 
chiseling! No more slow, costly 
methods of hole drilling! The new 
Carboloy Masonry Drill drills 
holes in concrete, brick, tile, slate, 
etc., 50% to 75% faster! Lasts 
up to 50 times longer! Holds 
sharp cutting edge for weeks of 
continuous use. Drills holes accu- 
rate ‘‘to the hair.”’ It’s the perfect 
drill for installing 
a ag —_— 
quickly, cheaply 
WRITE and easily. 
FOR Get the facts on 
FREE LEAFLET | this greatest time- 
and quick-profit re- ne a oer a 
sale proposition. Dot Mies gee 
this advertise- 
ment and mail 
a _— today for free leaflet and quick- 
<+—-@_ profit resale proposition. 


Ai CARBOLOY COMPANY, INC. 


“The Mark of CARWAM 2955 E. Jefferson Ave. + Detroit, Mich. 


CARBOLOY 
MASONRY DRILLS 

























Transformers — Kenyon 
Co., Inc., 840 Barry St., New York. 
Catalog, R-3 is a revised edition of the 
Kenyon Replacement Transformer cata- 


Transformer 


log. It contains several new items for 
universal radio replacement use. 
v 


Transformers—Westinghouse Elec. & 
Mfg. Co., East Pittsburgh, Pa. Descrip- 
tion, use, footage chart and catalog list- 
ings of luminous tube specialty trans- 
formers are given in a new pamphlet. 
The transformers are for both indoor 
and outdoor installations. It is called, 
Descriptive Data 75-240. 
v 

Welding—General Electric Co., Schenec- 
tady, N. Y. Catalog pages GEA-2966 
and GEA-2965 describe and give speci- 
fications of sheath-coated electrode, type 
A, for cast-iron welding and _ thinly 
coated electrode, type W-3 for high-speed 
arc welding. 





You Can Sell 
Meat Packers 


CONTINUED FROM PAGE 18 


make them usable. This industry 
wants your best. 

Cleanliness and sanitation are im- 
portant—the old stinking slaughter 
house is out. Everything must be 





cleanable, splash proof and damp 
proof. Direct connected motors are 
everywhere. Overhead shafting is 
a curiosity. Portable stand-by and 
auxiliary equipment is a rich field 
for sales. See the maintenance and 
the process engineers. 


Whom to See 


On the subject of whom to see, 
each plant must be studied. Authori- 
ties say, see the purchasing agent, 
the superintendent, the master 
mechanic, the electrician or electri- 
cal contractor, and the “department 
heads”. The reason for the in- 
definiteness of that last is, there 
may be 150 or more departments 
in a big establishment. 

In most plants, there are depart- 
ments for receiving the animals, 
slaughtering, dressing, cooling, cut- 
ting, curing, rendering, shipping, 
selling, and laboratory control. Also, 
there may be packaging, bottling, 
and canning. 

And watch for the plant laundry 
This industry uses uniforms, and 
lots of them. 

Trucks are refrigerated. Ther 
are fleets of salesmen’s cars. Sec 








eee Bae eRe Oe SEs Fcketnvesveervnreasen’ NO. 4 
«» YOU SAN THIS ae 
hy OFAN IS A VERY 2¢ 3 ge ee } 
i: GOOD BUY — HOW (eee ert f 
‘ MUCH IS (T 2 F : a ee JUST A MINUTE §) 
fi ghee akg | yet HLL LOOK (T UP 
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the garage superintendent, and sell 
him maintenance equipment. 
Departments are multiplying— 
and that means sales. By-products 
ust be used, for profits. And the 
government is getting tough about 
industrial wastes dumped into 
sewers and rivers. Refuse which 
cannot be turned into edible prod- 
ucts includes 45 per cent of each 
beef critter, 30 per cent of each hog, 
and 53 per cent of each lamb. Many 
by-products industries are huge in 
their own right. Some _ packing 
plants process their own by-prod- 
ucts. Others ship the materials in 
various degrees of completion to by- 
products specialists. Study each 
plant to see what departments it has. 
And by all means, see the sales 
promotion manager. This industry 
is out to sell more meat. It uses 
electrical displays, refrigerated cabi- 
nets, and lots of things you can 
sell. It is eager to use them better. 
Meat packing is a big industry 
hecause it is a fighting one. And 
right now it is fighting to use, to 


the best advantage, more of the | 


things you sell. 





And It Goes 
Out There 


———-CONTINUED FROM PAGE 20 


pect is promotion minded, this pres- 
entation is all that is necessary, and 
we can go on to the working out 
of detailed plans for our coopera- 


tion with him in _ his particular | 


territe ry.” 


It is Crowe's feeling that most 


contractors and dealers have been | 


irightened away from attic fan 


sales by their belief that the instal- | 


lation presents complicated prob- 
lems in the realm of air condition- 


ing. To combat this, he tells his | 


customers that all that is really 


necessary to assure an adequate in- | 


stallation is to get the cubical con- 
tent of the house in feet—length 
times breadth times height—and 
then select a fan capable of handl- 
ing that much free air per minute. 
This simple formula puts the attic 
fan into the merchandise class, 
where any dealer can sell it. And, 
with installation calling for only 
the cutting of a single ceiling open- 
ing, any contractor's crew can put 
in the unit and get out of the home 
owner’s way in a single day. 
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INSTALL 











>ROME-60> 


Tough — long wearing — heavy duty 
60% jacketed 


PORTABLE CORDS 
WELDING CABLES 
MINING MACHINE CABLES 


Designed for maximum flexibility, to resist fracture 
due to twisting, and with strength to withstand sharp 
jerks and pulls under torsion. 



















































































Send for samples. 
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Approved by UNDERWRITERS 
Approved by INDUSTRY 
for FLUORESCENT LIGHTING 


The O.K. of the Underwriters on 
NU-RESCENT Engineered Reflect- 
ors adds the final touch to the 
industry-wide approval given 
these units by men interested in 
this modern type of lighting. The 
certified Underwriters Label on 
every NU-RESCENT Fluorescent 
Fixture is simply another clinch- 
ing sales-argument in a market 
that demands low cost yet per- 
fected units of this type for mod- 
ern lighting. 


IT'S ENGINEERED! WE ARE PROUD OF THE FACT 
THAT WE HAVE PUT THOSE 
WHOLESALERS, WHO ARE 
HANDLING OUR LINE IN THE 


OUR POLICY POSITION OF SELLING FLUORE- 


SCENT LIGHTING TO THEIR 
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We repeat—NU-RESCENT Reflector Lumin- }| BEST ACCOUNTS WITH THE 
aires are and always will be marketed ex- ASSURANCE OF PR 
clusively through recognized Electrical Whole- AND SECURITY. 




















salers without exception. 





BUSY SINCE 1878 


FRANK KELLEY, Inc. 


LAMP DIVISION 


=ess== FLKINS PARK, PENNSYLVANA == 


SALESMAN 















































Take a Look 


at the 


PROFIT 


ANGLE 


When you sell TRICO 
Powder-packed FUSES 


you are sure that all future 
fuses and renewal elements 
will be TRICO. The re- 
newals are not interchange- 
able with ordinary ‘* bare- 
link" types. Increased 
orders and PROFITS are 


guaranteed. 





The enviable reputation for 
quality — the national ad- 
vertising prestige—no price 
competition—efficient field 
staff — and the “THRU 
THE WHOLESALER" 
policy, with one price to 
all, are factors that will pay 
you to 


PUSH TRICO 


Trico Fuse Mfg. Co., Milwaukee, Wis. 


acd ised paseo 


STOP WASTED KILOWATTS AND WASTEFUL SHUTDOWNS 








Mr. Wholesaler— 


are you 


“CASHING IN” 
on IDEAL’S 


TREMENDOUS 


1939 
ADVERTISING 
CAMPAIGN? 


Details Upon Request ! 


IDEAL COMMUTATOR 
DRESSER COMPANY 


1047 Park Avenue 
SYCAMORE, ILLINOIS 








FUSES: 





ADVERTISERS’ 
INDEX 
A 
Adam Electric Co., F..........-- 29 
Alphaduct Products Co........... 31 
American Automatic Elec. Co.... 1 
American Blower Corp......... 26, 27 


Anaconda Wire & Cable Co...... 
Inside Front Cover 

Arrow-Hart & Hegeman Electric 

Ck, RED ccacedans coe cenuecwen 


Bussmann Manufacturing Company 
Back Cover, 33 


Cc 
Peele Ce. TOR. oiciceccvdscsce ae 
Chase Shawmut Co.. coe Sa 
Colt’s Patent Fire Arms Mfg. Co.. 37 
Couch & Co., S. H ; yak vice = 
Cutier-Hammer, Inc. ........-.058- 25 
E 
ees Ge sussessace cece ae 
F 
Fullman Mfg. Co : .. 46 
G 
General Electric Vapor Lamp 
Mk cadatacunaddes once once eiue 41, 49 
Geettich Baec. Ce... 2... cctsvevess 30 
I 
Ideal Comm. Dresser Co......... 52 
Ilsco Copper Tube & Products, 
NE - ingulewie 0 oe png arhn oo 
K 
Kelley, Inc., Frank eenwaeceek ae 
M 
POUND ee GO. ccc cr rccccesacs 42 
Pp 
Parr Electric Export Corp.. . 
Penn Union Elec. Corp........ 40 
Plymouth Rubber Co., Inc. 


Inside Back Cover 
Porcelain Products, Inc.......... 46 


Q 
Quadrangle Mfg. Co.............. 48 
R 
Rome Cable Co.. ea eawans 51 
S 
Signal Elec. Mfg. Co PO 
ee Serer 2 
Steber Mfg. Co.... see ana 
Superior Porcelain Co............ 52 
? 

Triangle Conduit & Cable Co..... 7 
Trico Fuse Mfg. Co ns “ers 52 
Ww 
Wakefield Brass Co., The, F. W. 39 
Weneter Biectric Ce. ..cccccsvces 35 








SUPERIOR 
NAIL KNOBS 


Approved by National 
Board of Fire Under- 
writers. Real leather head 
washer; extra heavy cap; 
positive grip wireways; 
new Code base; steel 
spring washer; and 12d 
cement coated nail. 


SEND NOW for newest 
literature including low 
price lists. 


SUPERIOR PORCELAIN CO. 


Box 669 





Parkersburg, W. Va. 
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LINES WANTED 


by outstanding direct factory 
agent covering CALIFORNIA 
with offices and warehouses in 
San Francisco and Los Angeles. 


Immediate Business for Manufacturers of 


CONDUIT + WIRE & CABLE 


BOXES + FITTINGS 
AND RELATED PRODUCTS 


WHOLESALER’S SALESMAN 
Box WS-41 330 W. 42 ST. NEW YORK 











7 =a 

FOREIGN “ 

SHIPMENTS 
SIMPLIFIED 


We handle over- York, carry the for- 
seas orders for eign accounts and 
American electrical assume the re- 
wholesalers or elec- sponsibility for 
trical man- consular 
ufacturers. and cus- 

e pay toms re- 
cash in New ) quirements. 





l/ 


Vt CTT 77} 


360 FURMAN ST. 
CABLE ADDRESS 











INSULATED 
STAPLES 


SOLE MFGRS 


S.H.COUCH COMPANY, inc. 
North Quincy, Mass. 
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